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Superior Unit Wood Windows 
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Bilt-Well Entrances 
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Bilt-Well Woodwork is manufactured from 
thoroughly seasoned, kiln-dried Ponderosa 
Pine. It is scientifically treated with a toxic 


water repellent preservative in strict 


Bilt-Well Mantels 


accordance with National Woodwork 
Manufacturers Association standards. 
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Pick a Bilt-Well Packaged Product...it’s a “prize pack- 
age’’ for easy handling, and when opened, notice how 
sparkling clean is every ‘‘stick.’’ This protection is nec- 
essary with clean, smooth uniform textured Ponderosa 


Pine... it’s the “prize” in the package that counts! 


Yes, Bilt-Well Woodwork is known for “precision- 
made mitres,”. . . for “accurate fitting tongue and 
grooved joints,”. .. for “dovetailed drawer construc- 
tion and it is known for every piece being an outstand- 


ing example of craftsmanship.” 


Join the users of Bilt-Well Woodwork Today 


CARR, ADAMS & COLLIER CO., Dubuque, lowa 
Manupacturers of 


The Bilt-Well Line: Superior Unit Viood Windows + Exterior & Interior Doors + En- 
trances & Shutters + Clos-tite Casements + Carr-dor Garage Doors + Basement Unit 
Windows «+ Louvers & Gable Sash + Breakfast Nooks « Combination Doors + Screens 
& Storm Sash + Corner (China) Cabinets + Gli-dor Cabinets + Ironing Board Cabinets 
« Mantels & Telephone Cabinets + Multiple-Use & Linen Cabinets «+ Stair Parts 





“Apartments rent faster. .% 


when they include features like 


Electric Ranges,’ says builder C. Ronald Marcotte 


of Cincinnati, Ohio 


These de luxe 4-unit apartments, designed and built by All the light and homelike kitchens in these de- 
Mr. C. Ronald Marcotte in Cincinnati, Ohio, are further lightful apartments have one thing in common. 
proof that Electric Ranges are an attraction for prospec- Their equipment includes modern appliances, 
tive tenants in all types of apartment buildings, large and the range in each—OF COURSE... IT’S 
and small. ELECTRIC! 


“T find that Electric Ranges help 
put ‘rent appeal’ into my 
apartments,” says Mr. Marcotte. 
“They're what people want 
nowadays.” 

Surveys show that more 
people all the time prefer electric 
cooking. That's why it will pay 
you to include modern Electric 
Ranges in your apartment 
projects. Include the necessary 
wiring during construction. 
This reduces installation cost 
to the minimum. 


LEQ 
YOUlE HOUSES WITH 
ELECTRIC A; 
RANGES 


ELECTRIC RANGE SECTION, National Electrical Manufacturers Association, 155 E. 44 St., New York 17, WN. Y. 
ADMIRAL + COOLERATOR + CROSLEY + FRIGIDAIRE + GENERAL ELECTRIC + GIBSON + HOTPOINT 
KELVINATOR + LEDO + MONARCH + NORGE + UNIVERSAL + WESTINGHOUSE 
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“The most talked about 


if PRES espe. 





Rigid cast iron gives durability and quiet 
ness to this handsome single compartment 
double drainboard Royal Hostess Sink with 
its heavy coating of acid-resisting enamel 





So bright, so easy to clean. These Clair de Lune Blue 
American-Standard fixtures are a housewife’s dream. They 
retain their luster permanently, and they re so easy to keep 
sparkling clean. Constant, abundant heat is supplied by 
the neat, trim Arco Multifin Convector 





These genuine vitreous china American-Standard fixtures in Corallin can be counted on 
for lasting beauty, and for extra years of reliable service 


See how the handsome American Enclosure, with an Arco Multifin Convector inside 
complements the colorful decorations of the room. Arco Multifin Convectors come in 
a variety of widths and heights 
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A space-saving unit, giving a lot of heat that’s what 
these homes get with Empire Gas Boilers. The Empire's 
smart appearance, quality construction and automatic 
operation make it a favorite in any home 
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homes in Philadelphia,” 


says the builder, Stenton Hills, Inc., 


“and American-Standard products help make them so.” 


TENTON HILLs, a planned community of 500 new 

semi-detached homes in the Mt. Airy section of 
Philadelphia, is the talk of the town. These beau- 
tiful houses, designed to sell for $16,590, have those 
extra features that make a house a home—including 
American-Standard Heating Equipment and Plumb- 
ing Fixtures. 

In design, each house has such attractions as a 
handsome stone front, a large center hall, a picture 





AMERICAN-STANDARD * AMERICAN BLOWER - 


MORE AND MORE BUILDERS who use American-Standard Heat- 
ing Equipment and Plumbing Fixtures are finding them strong 
selling points. The public knows that only the best products 
were used, and has confidence in the top quality of the whole 
dwelling. 


bay window, ten large closets, a basement powder 
room and a finished recreation room. 

American-Standard products make a triple con- 
tribution to comfort and convenience in the Stenton 
Hills homes. The two bathrooms and powder room 
feature beautiful colored American-Standard Plumb- 
ing Fixtures. In the kitchen there's a handsome, dur- 
able Royal Hostess Sink. And the Empire Gas Boiler 
in the basement provides comfortable, even heat in 
every room through Arco Multifin Convectors. 

Stenton Hills, Inc. says that American-Standard 
products were among the most popular features with 
prospective buyers and contributed greatly to the 
success of the Stenton Hills project. 

American-Standard products add to the attractive- 
ness—and the sales value—of any building. Their 
sound construction quality, backed by strong, con- 
sistent advertising, creates a wide public acceptance 
that lowers house selling costs. Whatever you are 
building, the right heating equipment and plumbing 
fixtures for the job can be found in the complete 
American-Standard line. 

Get details about the complete American-Standard 
line from your Heating and Plumbing Contractor. 
American Radiator & Standard Sanitary’ Corpora- 
tion, P. O. Box 1226, Pittsburgh 30, Pennsylvania. 


Sta 
\ 


LOOK FOR THIS +] MARK OF MERIT 


American-Stardard 


First in heating ... first in plumbing 
ewig home and mdusty ~~ ~~~ 
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CHURCH SEATS - DETROIT LUBRICATOR * KEWANEE BOILERS » ROSS HEATER - TONAWANDA IRON 
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This is the General Electric Kitchen that helped sell so many 
Palbott homes so fast. Here dishes are washed and double- 


rinsed automatically . there's a 52-gal.water heater... 


plenty of cabinets . .. a Disposall 


a handsome electric range. Imagine all this 


for food waste and 
luxury” living in 


a $8990 house! No wonder tt houses were sold the first day! 


General Electric offers you all these advantages: 





@ Tested merchandising programs that have 
helped so many other builders enjoy phe- 
nomenal sales results. 

@ The brand of electrical apphianee sthat people 
prefer to all others. 


@ Assistance in designing and improving kiteh- 


Jeane 


en lavouts for vour houses. 
@ One source of supply for matched equipment 
. a full line of cabinets and appliances. 


& And 


world-famous for its depend ibility! Whe not 


most inportant: (-1 equipment. ts 


pre-sell your houses the General Electric way? 
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this sales miracle’ 


The Talbott Building Company took a hint from 

another successful builder... produced a sample 

home with complete General Electric Kitchen... 
and sold 44 new houses the first day!! 


Let Mr. Ralph R. Talbott of the Talbott Building Company 


of Baltimore. Md.. tell you of his experience in his own words: 


“A representative of General Eleetrie very graciously in- 
vited us to take a trip over to Washington to have luncheon 
and to look over the prospering G-E development of Brisker 
& Co.. outlining how successful that unit had been in selling 
G-E Kitchens and their houses. 


“We took the hint and immediately produced a sample 


with « omplete General Electric Kitchen. and had 
Hecht & Co. furnish it for us. We advertised it for the first 


home here 


time in a Sunday newspaper. 


“The results were overwhelming! “’ 





“At the close of business today we had sold 44 new houses to 
be bailt at Lochearn. and we have every reason to believe that 


we can dupheate this number within the next week 
\ week later, a total of 71 houses had been sold! 


“Were glad we installed these splendid General blectrie 
products in our houses. Without them. we do not believe this 


sales miracle would have been possible! “ 


Other builders 
had similar experiences! 





Would you he interested in duplicating Mr. Talbott’s sales 


miracle? We sincerely believe vou can! 

After all. many other builders throughout the country have 
had similar experiences 

One builder in’ Massachusetts sold 125 houses in 10 days! 1 
Denver. Colorado, builder sold 51 G-1 equipped houses the first 
week end! 1 Long Island. \... builder sold 67 General Llectric 


equipped houses the first Sunday , 


Take this hint— 
as Mr, Talbott did! 


Pre-sell your houses by including General Electric Kitchens. 





Evervbody wants all-electric living—and that naturally in- 
cludes prospects for low-priced houses. Furthermore, of all the 
elec tri appli inces ay ailable yy ople prefer General I lectric! 


G-E is vour best bet. 

We shall be clad to offer vou the same tested merchandising 
programs that have helped so many other builders. Well even 
assist in designing and improving kitchens layouts for your 


houses if vou wish! 
Get complete facts about the G-E “Kitchen Package” 
through your local General Electric distributor. or write to the 


Home Bureau, General Electric Company, Bridgeport 2, Conn, 


This Talbott House offered people what they'd been looking 
for — all-electric living for only $8990 

You ll be glad to know, too, that the General Electric Kitchen 
costs the buyer as little as $1.80 a month extra when it is included 
in the long-term mortg aye 
Remember: 11 Valbott houses were sold the first day! Why not 


let General Electric help sell your houses faster, too? 


You can put your confidence in — 


GENERAL @ ELEcTRI 
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BUILDER 


CUTS COSTS $263 


with 7Zermopane WINDOW WALL 


Lani 








A house with extra sales appeal... built faster 
That's what builder N. P. 


Pa., 


... for less money. 


Ninneman of Harrisburg, reports on his 
unique method of framing Thermopane* insulating 
vlass in window walls. 


Mr. Ninneman figures his 7 hermopane window 
wall not only costs less than conventional wall 
construction, but also saves 20 or more days in 
construction time, 

These benefits are made possible by using 
structural members of the house as frames to hold 
standard size This 


Thermopane units, window 


Construction time saved 
structural 


Vertical 2 x 6's double as 
and side frames for the 
Thermopane, Horizontal 2 x 6's serve as top and 
bottom frame members, the fixed Thermopane being 
stopped into place. Ventilating sections are simple, 
top-hinged sash also clazed with Thermopane, 


members as 


wall construction goes up so quickly that the 
house is completely closed in and glazed by the 
end of the fifth day, so inside work can proceed, 

By using window walls, Mr. Ninneman is able 
to provide a spacious-looking home on a small 
floor plan. 
Mr. 


By glazing them with Thermopane, 
Ninneman assures buvers of comfort they 
wouldn’t have with single-glazed window walls. 


Case alter Case is being reported of builders 


who are adding the sales appeal of Thermopane 


window walls at little or no extra cost. Have vou 


recently measured its possibilities for your house ef 


two Penes of G 
| 4 
FOR BETTER VISION SPECIFY THERMOPANE | + 
MADE WITH POLISHED PLATE GLASS | oa a GLASS) 


June > 


MADE ONLY BY LIBBEY-OWENS-FORD GLASS COMPANY 


4465 Nicholas Building, Toledo 3, Ohio 
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The New FRIGIDAIRE “THRIFTY-30” Su 


Apartment Products 


— Electric Range i 


the compact, low cost Frigid- 
ure products shown below 
are yours for the asking. Get 
n touch with your Frigidaire 


Dealer 


Model AM-60 Re- 
frigerator. Low- 
priced compact 
© cu. ft. capacity 
with 11.7 sq. ft. of 
helf area 


Model RK-3 Electric 
Range. 21 inches 
wide yet has all 
vasic cooking facil- 
ties 

Model RM.35 ( with Cook-Master 
and Utensil Drawer) 

Model RM-27 Elec- 
tric Range. VW) in 


wide, has many 


The new model RM-30 deluxe features 


electric range yet costs bitth 


A completely new idea in electric ranges rust-proof finish inside and out. Sliding 
the Frigidaire “Thrifty-30" is perfectly sized shelves adjust to 5 


Frigidaire Water 
positions, Counter- Heaters. 30)- to 80 


to meet the particular demands of today’s balanced shelf type door, illon capacity 


smaller kitchens. Only 30” wide 13” high yur d table 
. For complete, quick facts about this and 
(without Cook-Master) and 2734” deep, it P q sega vie 


~ other fine Frigidaire products for apartment 
See eee ee - geri ro ag yet kitchens and laundries ‘ all your Frigidaire 
sm o desirable “big” cooking , Bei ee " Frigid Kitch 
has many of the desirabl big king etntik Cillian oe: Diaulien, Bil Goo Sika eae — a nes en 
features of much more costly ranges. One Cabinets. Variety o 


- in Classified Phone Directory. Or write Frigid types and sizes 
of its chief appeals to home-makers and ie ilictahen: at Cinnede Uieteta Mattein 0 ac TET Tee 
Ohio. In Canada, Leaside 12, Ontario yet they 
Thrifty Giant Oven—biggest oven ever o rae 


built in any household range! 6200 cubic 
inches of baking area—enough for 6 pies or 
1 big holiday dinner. Extremely economical Frigidaire Kitchen 


Sinks. Single, dou 
ble ink styles 


property owners ts its iumazingly low price! 


it cooks more food with no more current 

Oven stretches clear across the rane Makes Oe qood 

provides more space up front where things o ° hettin_ | 

are easy to reac h. One piece oven — por elain ° 
Frigidaire Electric 
Dehumidifier. Re 
nove moisture 
from air automati 
cally Dozens o 


use Powered by 


Meter-Miser 


Frigidaire Automot- 
ic Washer. Has ex 
New 5-Speed Radiantube New High-Speed, Waist-High New Cook-Master (on Mode! clusive Live-W ater 
Cooking Units cook faster st Broiler gets steaks just right RM-35) combines controls for Actor Frigidaire 
less current. 4 standard-size Unit recessed in oven t voking, cooking lroner and Electri 

sin of way. Porcelain broiling pan— top lamp, and kitchen clock Clothes Dryer 
one lip up for easy cl ng. easy to clean. Glean 


op—out sutomatic oven cooking 
unit neluding are 


: chromium trim. Iso available. 
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| aa two sides on Who Pays Utilities Cost 


Developer or City? 


1 ke) the pv of pee than one city is feeling the eflects of exces 


sively high subdivision standards by seeing de 
BED (EES 


13 velopment by-pass it in favor of areas bevond the city 
camaned - ” 
(ae | limits.” Generally, this sums up the findings of thc 
iM ees / 3; Urban Land Institute in a recent survey entitled, “Who 
eases) yy 
L DP bem 4 ae » 


Pavs for Street and Utility Installations in New Resi 
dential Areas?” 
, Published in Technical Bulletin No. 13, the survey 
One is the queried the planning and engineering departments of 
3 Stendard 178 cities having populations of 50,000 and more. Re 
_ plies were obtained from 98 cities, 909% of which have 
4 Thickness % subdivision regulations of some kind 

Although these regulations stipulate rules for origi 
nal installation, few promise reimbursement to build 
ers for installation of utilities. Part of the burden of 
ateity end the survey was to determine what utilities the city 
should pay for... if any, those the city should help 

with, and those the city should bear independently 
Background information for the survey: Modern ce 
velopments contain construction features that do not 
belong to the home owner or to the mortgagor holding 
the trust. These features, contained in strects or tral 
fic ways, are: 1) the paved road itself, 2) curbs, gutters 
to collect storm water and define the roadway bounda 
rv, 3) catch-basins to hold storm water, 4) storm sewers 
to remove storm water, 5) manholes for access to under 
ground sewers, 6) sewer mains to remove sanitary 
wastes, 7) water mains for drinking water supply, 8 
sidewalks alongside street, 9) fire plugs for fire 


that helps deliver 


unsurpassed 


strength; 


pro 
tection, 10) street trees, 11) gas mains, 12) telephone 


| . lines, 13) electric lines and street lighting, 14) street 
~- /the other is 


Signs 
w=Dimensional Almost all of these are municipally operated 
al) Stability revenue. Some are capital installations paid for by thi 


builder but directly benefiting the city. Such installa 
| provided by’ an in- tions are water mains 


lol 


and storm sewers. According to 
terlocking wood Urban Land Institute’s survey, 


most municipalities 
mesh core that has 


bear some of the cost of water mains and storm sewers 


' been time-tested and But, 38 require water mains and 58 require storm 
“time-proved by more sewers to be put in at builders eX PENse meaning 
than four million in- that some cities feel justified in requiring a cleve opel 
stallations from coast 


to coast Results of Survey 





ae both sides give you Table 1 
and your customers ones eee 


An Unconditional Guarantee Popalation Population Population 
of Satisfactory Service 7 Yo No Ya No Ya Ne 


and over 500.000 100.008 
vision regulatior 9 i 


a product warranty backed by the Do they cover 
world’s largest exclusive producer of Dees Aveingen pov | 
cell-type flush doors. mprovement a — None - Part None wa Part None 


Street grading 








js it any wonder that Paine Rezo is the door 
most specified, most demanded and most insisted 
upon by architects and contractors everywhere. 


we SWEET'S FILE, or write directly for a data 


bulletin 


Ti oo. «ee 


ESTABLISHED 1853 
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Gas Refrigerators were chosen for these 
1,860 Beach-Haven Apts., Brooklyn, N. Y. 


ren ee 


ee 
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= F the many features I like about 


the Servel Refrigerator,”’ 
Fred Trump, prominent builder of 
Brooklyn’s new Beach-Haven Apart- 


writes 


ments, “‘the one that impresses me most 
is Servel’s amazing record for low main- 
tenance costs. Nothing ever seems to 
go wrong with them. There’s no trouble 
with breakdowns... no worrying about 
repair bills. Just put them in, and you 
forget they’re there.”’ 

Today, there are more than three 
million Servels in use throughout the 
world. Among these are many of the 
original models...still operating depend- 
ably after more than 20 years of service. 


Here’s the reason—Servel uses a ba- 


*For example— 


sig il ~ 
Dn a 


eee etree 


> 
Fs es 
"ts? 


sically different principle of refrigera- 
tion. A tiny gas flame does all the work 
instead of a motor. Exclusive with Ser- 
vel, and years ahead, this unique freez- 
ing system does away with all moving 
parts. So there’s no chance for mechani- 
cal breakdowns. No machinery to wear 
. no pistons, no valves, no pumps 


As a result, apartment and multiple- 
housing operators enjoy a minimum of 
trouble and expense year-in, year-out 
with Servel . . . and for more years, too. 
And tenants get the benefit of Servel’s 
silence ... always a strong selling point 
in renting. There's you should 
know, so consult your Sweet’s or write 
to Servel, Inc., Evansville 20, Ind, 


more 


Corpus Christi, Tex. “Our 750 Gas Refrigerators are 4 years old and cost less than 


50¢ a year per unit to maintain.” 


Mobile, Ala. “After nine years, our 398 Servels cost only 1¢ a month per unit for 


upkeep.” 


Los Angeles, Calif. “In 12 years our Servels have cost us nothing in repairs.”” 
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BEFORE THEY 
WERE BUILT! 


One of the 138 
houses in Alta Mira 
Addition, El Paso, 
Texas 


STEEL KITCHENS 


helped us sell these houses before 
they were built" ... reports Emilio 
Peinado, Home Construction Com- 
pany, El Paso, Texas. 


“We believed Kitchen-Kraft Cabinets would be a 
smart investment in sales appeal and future cus- 
tomer satisfaction. The enthusiastic comments of 
women now enjoying the use of these convenient, 
beautiful kitchens prove we were right” say 
Denny Wagner and Sam Hunt, developers of Alta 
Mira addition. 


The Alta Mira addition is just another example 


of how 


Kitchen-Kraft 


to homes and 


add 


to apartments. Only 


kitchens “salability” 
‘rentability”’ 
Kitchen-Kraft can answer the demand for ‘‘custom- 
built” appearance at low cost! With Kitchen-Krafet, 
you can sell “planned” kitchens right from stock. 
Kitchen-Kraft kitchens make 


homes easier to sell . . 


Always remember 


apartments easier to rent. 


COMPLETE 


STEEL KITCHENS 


PROMPT DELIVERY OF ALL 
KITCHEN-KRAFT EQUIPMENT 
ASSURED. SEND TODAY FOR 
PRICES AND LITERATURE. 


MIDWEST MFG. COMPANY © GaALessuRG, ILLINOIS 


Division of Admiral Corporation 


19 


June, 


to pay for an improve nt that, many times, shows a 
profit for the city. 

Modern cities require the developer or the builder 
to pay for sanitary sewers. A recent trend, though, 
lumps this utility with water service and is paid with 
the water bill . . . leading to the same malpractice in 
cities requiring builders to pay for installation. 
Streets, curbs, sidewalks, gutters are rightly paid for 

the Sut in cities 
ordinance specifies a definite width of streets, for in 
stance, greater than that actually necessary for ade 
quate traffic clearance, the city pay for the 
excess cost, according to Urban Land Institute. Partial 
or whole responsibility on these expenses are assumed 
LT wentv-two perce nt 
reimburse the developer for one or more items, eithes 
after they have been accepted by the city or put to use 

Other returns show a wide variety ol cost detraving 
methods, which, say Urban Land Institute, makes this 
point: Even though subdivision regulations are neces 
sarv and desirable, are ol 
excessive in their requirements for developers and 
home owners to meet 


by builder-developer. those where 


should 


by 71° of the cities responding. 


they in danger becoming 


Principal Provisions of 
1950 Housing Act 
HE Housing Act for five 


ry 

| litle I FHA for homes repair, and 
modernization with insuring authority of up to $250 
million. Insurance is available on home loans up to 
95°% of appraised value of $4,750 ($5,600 in high cost 
areas). Insurance fot limited 
$4,350 ($5,000 in high cost areas). Interest rate may not 
than 30 ve 
new housing act mcreases surance 
FHA ‘Title IT by $l billion with another 
at the discretion of the President 


aggregate of $9 billion) 


of 1950 extends vears 


low cost 


builders is to 85°% of 


exceed 5°, with a term of not more 


Phe 


irs 
ceiling ol 
S114 billion 


(to a maximum 


Section 203 
203 (b) (2) (A). Property for one four 
whether physically connected or not, will be eligible 
for imsurance up to 80", ol appraised value if the 
principal obligation is not more than 516,000. Dollar 
limits are raised $4,500 for each family unit over 
203 b) (2) (C). Principal limit is $9,450 and not over 


°° on the first $7,000 of appraise d 70! 


to families, 


two 


‘ value and 


b 


pant ol new construction approve d for insurance prio 


on 


excess up to $11,000. Borrower must owner-occu 


to the beginning of construction. He must have paid 
it least 5°) of value in cash or equivalent 

203 (b) (2) (D). Principal limit is $6,650 and up to 
$7,600 in high cost 95°), of ap 
value. Up to per room for 


bedrooms over two may If mortgagor is 


are 


SO50 


as and not 
idditional 


iuthorize d 


ovel 
praised 
be 
are mac 
ROO 


not the owner and the occupant, the limits 
S5.950 tor a two 
$7,650 for three and 
respectively Dollar 
raised bv not more 
the loan m: of appraised value olf 
the property. Dollar amounts ma be lowered by FHA 
Section 207 

Section 2 


one otf bedroom unit; $6 ind 


four « bedroom 


limitations 


ym more 
to builde rs 


than $850 in high 


units 
be 
and 


may 


cost are 


is 
exceed 8&5‘ 


iV not 


7 pro ides up to gu mortgage msurance 


rental housing 
value) on first $7,000 per unit, plus 60°) of the next 
S5.000 S10,000 family 


amount of $8,100 per unit 


for based on estimated completed 


not to exceed per unit 


Th 


maxi 


mum morteagce Wax! 
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FOR SALE | 


"eT Elliman & Co 
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” Some houses 
ont need signs! 


Ever notice how some houses never bear a sign like 
this? Check up, and you will find, in many cases, they 
are the homes where Bryant automatic gas heating is 


one of the modern features. 


Somehow, people sense quality. They seek out Brvant 
heated homes because they are confident of each being 
a quality house from inside out. That’s why—for archi 
tect, builder and real estate man—the very presence of 
Bryant equipment means greater demand for any 


property, a quicker deal and a better satisfied client 


No matter what your heating requirements, there’s a 
Bryant to fit your needs. Call the Bryant representative 
in your locality. Let him help you. Then, specify Bryant 


and see for yourself why some houses don't need SIXMS f 


j 


Let the up te tman mon 
AT: fl 
AUTOMATIC HEATING 


The most complete line of gas heating equipment in the nation 


PTOUPEPETIOOOOOOCC OTe eee 2 
. 


Bryant Heater, Dept. 273 


Mi j 
17825 St. Clair, Cleveland, Ohio 


~ 


) Send me the new booklet that tells 
the Bryant story ) Have your dis 


tributor call on me. 


— 


Name 
Company 
Address 


City State 


d 
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mum shall be reduced to $7,200 if the project average 
does not equal or exceed 442 rooms per unit. Every 
borrower shall certify that he will not discriminat: 


against any family with children or sell to any family 


who would. For Alaska, the mortgage may cover up 
to 90° of FHA estimate of replacement cost. 
Title VI Section 608 
This year’s 608 provides $500 million insuring au 
thority for rental housing to clean up Title VI appli 
cations received in any field office of FHA on or betfor« 
TO BUILD WITH March 1, 1950 (insurance to be issued upon the same 
basis as prior to expiration of old housing act) 


SISALKRAFT PRODUCTS FNMA 


FOR QUALITY CONSTRUCTION AT LOW COST Fannie May provides $250 million additional pun 


chasing authority for the RFC secondary market (to 
a maximum of $254 billion). Money will not be appro 


wriated by Congress. 
AIR-TIGHT WATERPROOF | 


Servicemen’s Readjustment Act 

Section 500. Term increased trom 25 to 30 vears 

Section 505 (a). FHA-GI combination loan author 
ities extended to December 31, 1950, with discretion 
lett up to VA to terminate earlier 

Section 512. Ninety days after enactment provided 
for $150 million direct 100°, federal loans through 
VA at 4% up to S50 years not to exceed $10,000 each 


USE SISALKRAFT Authority to lend will expire June 30, 1951. Money 


will not be appropriated by Congress 


SISAL 
REINFORCED 


1—As Sheathing-Paper 
2—As a Moisture-Vapor Barrier Direct Loans to Colleges 
4—For Flashing Door and Window Openings H | H | \ 
Uv > J ‘ 
Over Subfill, Under All Concrete Slabs ousing are ome mance administrator au 
For Govering Concrete (Curing and Protection) thorized to lend on a revolving basis $300 million di 
Under All Finished Flooring rect LOO®,, federal loans at the going rate plus 14! 
> » Covering o floc ‘ ‘ ' 
As Protective Covering over all finished floors (about OV, ry for up to 40 vears. Money will not be 
stairways, trim, marble-work, etc 2 
For Frost Protection of concrete and masonry appropriat d by ¢ OnLress 
As a Dry-Sheet under Stucco : 
As Weather-Protection ‘Tarps’ over lumber War housing 
brick, cement, aggregate, masonry, etc : 
Pemporaries. Lemporary war housing may be 
As Protective larps’’ over Machinery and 5 
Equipment transferred to public housing authorities, other local 
For Closing-in, Temporary Partitions, Con sul . } 
° ubpil¢ Agcncies, 0 ro ore: ‘ oO ) l ‘ 
ri peng + gy chngg eee public agencies, non-profit organizations, or educa 
tional institutions 


USE SISALATION Permanents. Local housing authorities may use for 


13— As Combined Sidewall Insulation and Vapor 10 years war housing as permanent public housing 
4 
Barrier Property must be exempt from all local and state tax 

14 As Ceiling Insulation < 

sic itbedae (Minnen ation, Locality must furnish all municipal services 
With SISALKRAPFT, for Insulated Dry Walls without charge. Payment of first and second year full 


For Single-Wall Construction taxes is authorized. Thereafter, not more than 10! 
hg Attics, Basements and ‘‘Unfinished shelter rent may be paid to localits Federal subsidies 
and grants will not be permitted. Projects may not bi 


USE COPPER ARMORED SISALKRAFT sold without permission of HEITFA. If sold, proceeds 


19—As Concealed Flashing, Dampcoursing, etc go to HHEFA. Profits trom projects may go toward 
20 — For Shower Stall Waterproofing, etc. and many 
other uses 


ol 


payment of debts incurred by housing authority with 


permission of HEIFA to a reserve fund, or to HHA 
WRITE EOR FREE SAMPLES AND itself. Over-income tenants 


COMPLETE INFORMATION two VE 


are to be removed within 
ars alter conveyance, except that over-incom 


'™"==*"mail THIS COUPON TODAY ™""""s military personnel may have three vears to leave 
The SISALKRAFT Co.. Dept. VR-6 \ny permanent wai housing not used for public 
208 Ww Wacker Drive, Chicago 6, 1 housing is to be disposed of is HEI \ decides It sold 


preterences will be | veteran occupant 2) non-vet 


Plea e any Sisalkraft Products to 


eran occupant, 3) veteran non-occupant. Preference in 
sale of multiple housing will go to veterans and occu 
pants lor cooperative ownership 


Here are the sales terms for private use of perma 


nent war housing: 1) 25 vears at 4°, or more except 


projects built to be “mutuals projects started as 


co-ops” or “mutuals” and sold tor collective owner 


ship shall bring no down payment, have 45 vears to 


\ THE SISALKRAFT CO. pay, have interest rate at 3°, or less. Any land not o¢ 


Chicago 6 « New York 17 + San Francisco 5 cupied by dwellings may be sold at “fair” value as set 
by HHFA for public housing or slum clearance 
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Living room of one of Farwest Homes 
more popular models. Every home has 
coordinated color planning by Wollander 
Notte ceiling height freplace 


Plenty of space in Farwest Homes bed 
rooms another feature that sells 
Farwest Homes on sight 


Here's real design—in appearance and structure! 
Smart Western Ranch Style homes—24 different 


exteriors by Wollander —in two and three-bed- 





room models designed to sell. Yes, Farwest 


Homes gives you and your buyers the complete 





treatment—Neighborhood planning . . . Sound 
financing .. . Houses that appeal to the buyer's 


market Superior Houses at lower end cost! 

Full-length builtin ward 
robe storage wall... plenty 
of space. Standard double 
construction and extras 
like this have made Farwest 
Homes famous for finer 
living. They are accepted 


by FHA and VA 








SEND FOR THIS FREE COLOR FOLDER! 


Want more facts on Farwest Homes’ just send a 
penny postcard with your name and address today' 








Modern, compact, yet ample, dining area 
adjacent to kitchen saves housewife many T WNW ~~ cE 
steps facilitates trafic flow through 


rooms 


— DESIGNED by WOLLANDER 


BUILT BY WEST COAST MILLS CHEHALIS WASHINCTON 
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to be truly modern a building must be air conditioned 


Air londitiming 


hy CHRYSLER AIRTEMP” 


3 BASIC SYSTEMS TO FIT EVERY AIR CONDITIONING NEED ~ 


When you select air conditioning for 
your new building, remember the 
words—"Air Conditioning by Chrys- 
ler Airtemp” mean much more than 
they say. They mean that the building CENTRAL SYSTEMS 
will embody all of the indoor comfort 
made possible by modern science .. . 
that it will have the ideal system to 
meet the air conditioning require- 
ments of its occupants—year-'round! 


“uniTeme” 


INDIVIDUAL ROOM UNIT 





That's because Chrysler Airtemp 
builds a range of products and sys- 
tems sufficient to meet every air con- 
ditioning need—for every type and 
size of building. And architects, 
builders and contractors can rely on 
Chrysler Airtemp’s skilled engineers 
for experienced technical help and 
unprejudiced advice in selecting and 
installing the best system for the job. 


When desired, Airtemp Construction 
Corporation—subsidiary of Chrysler 
Corporation——will handle all or any 
part of the air conditioning operation 
—from making the original recom- 
mendation to the final installation. 
Let us send you a detailed outline of 
Chrysler Airtemp's products and 
services. You'll find it interesting and 
rewarding. Write today for the facts 


Choysler Airtemp 


AIR CONDITIONING + HEATING + COMMERCIAL REFRIGERATION 
AIRTEMP DIVISION OF CHRYSLER CORPORATION 
DAYTON 1, OHIO 


Newspaper Advertising That Pulls 





pline 


) 


Cooperation between the Denver Post and Van Schaack & 
Company in the form of a Van Schaack window display calling 
attention to the Post’s new building and the “Sellebrities” ads, 
has proved to be a tremendous crowd stopper and a sales-maker 


DS captioned, “Today's Real Estate Sellebrities, 
are proving to be constant sales-pullers for the 
residential division of Van Schaack & Company, Den 
ver. 

Early in April, 1949, the company negotiated with 
the Denver Post for a page two position, Monday 
through Friday inclusive. For these ads, they created 
the “Sellebritics” head. The word was not used for 
commercial and industrial properties 

Early in 1950, it became apparent that “Sellebrities 
had taken a firm hold on the public consciousness 
Previously, top management had suggested that prob 
ably the advertising had lost its strength and that it 
might be time to change the presentation Sut the 
sales force of the company immediately produced 
evidence that “Sellebrities” had become well-known 
and that people, when they telephoned, referred to 
the “Seilebrities” ad, mailed it in, or brought it in 

New promotion has been deve lope d for the “Selleb 
rities” ad. Van Schaack & Company now calls atten 
tion to their round-the-clock secretarial service in a 
two-line, italic, attention-getter reading, “A telephone 
call to AComa 1661 any time, dav or night, will prove 
to vou that ‘Our Friendly Relations Department 
Recognizes No Holidavs 





It’s Easy to Subscribe! 

If you are reading someone else's copy of th 
Journal and you want this parade of profitabl 
ideas coming to you every month, just fill out the 
coupon below and send with your remittance to 
National Real Estate and Building Journal, 
Cedar Rapids, Iowa. Cost of a two-year subscrip 
tion is only $7 


Please enter my subscription for two years at $7 
to National Real Estate and Building Journal 


Name Address 
City , State 


Business Classification 
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CCREDITED 


= 


RGANIZATION 


MOST PROPERTY OWNERS know 
that A.M.O. means experienced and 
competent property management... 
and they know, too, that no firm 

can display the A.M.O. emblem 

unless it has submitted to, and passed, 

a careful scrutiny of its operations, 

as to ability, experience and financial 
responsibility. That's why most 
property owners just say... A.M.O. 


PROPERTY OWNERS — Write for a list of ACCREDITED MANAGEMENT ORGANIZATIONS neares? you. 
Send your request to the INSTITUTE OF REAL ESTATE MANAGEMENT, 22 West Monroe Street, Chicago 3, 
ill. (Affiliated with the National Association of Real Estate Boards.) 


NATIONAL REAL Estate AND BuLLDING JOURNAI June, 1950 17 














Long 

CASH. 
Or Lease 

for hotel properties 


IN ANY CITY 


COAST TO COAST 


CANADA OR MEXICO 


Our representative will be glad to call and 
work with you. 


For satisfactory arrangements, utmost depend- 
ability and outstanding security WRITE or 
CALL COLLECT. 


H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
‘PHONE WOodward 2-5400 


WE ARE NOT BROKERS 
WE ARE HOTEL OPERATORS 








Jrane 


Yi iA lagnets 


Compact Window Air Conditioner 


Frigidaire, Davton, Ohio, has placed on the market 
t one-horsepowe? window air conditioner that has no 
plumbing connections 

Iwo separate “Meter-Miser” refrigerating systems 
become ope rable when the clectrie cord Is plugged in} 
to the nearest outlet, providing selective temperatun 
control 

An adjustable louvre type grille directs air to an 
part of the room, and the filter over the bottom ait 
inlet easily slips off to permit cleaning 


Celotex Cane Fiber Wainscoting 


Among the new products being manutactured by 
The Celotex Corporation, Chicago, is an interior-fin 
ish, cane fiber, wainscot board with a hardened finish 
suitable for painting 

Beveled on all four sides, the boards measure 48 x 
61 inches, making possible beveled dados of cithe: 
inches, 48 inches, or 64 inches, without waste of ma 
terial 


Improved Fire-Resistant Gypsum Wallboard 


In the announcement of fire-resistant Firestop Best 
wall, Certain- Teed Products Corporation, Ardmore 
Pennsvivania, claims a fire-resistance rating ol one 
hour for a single 54-inch thick board 

Certain- Peed achieves this rating by adding certan 
incombustible ingredients to the gypsum core of th 
board 

Phe new board may be used tor building and. re 
modeling. It is rigid, dimensionally stable, and is 
adaptable for load bearing or non-load bearing parti 
tions. Firestop Bestwall ts casily worked and takes an 
finish 


Adjustable Concrete Form Clamps 


New, adjustable, steel clamps for setting up wood 
forms for foundations, curbs, ete., permit builders to 
handle many varied concrete cross sections 

For foundation forms, two steel stakes are locked 
together by an adjustable crossbar to support a form 
up to three feet high and 10 inches \ ide. 

An integral locking lever climinates the need tor 
tools to set, adjust, or remove the clamp. No special 
spreaders or wall ties are required Forms 
solidly in place with no other bracing excey 
tremely solt ground, ¢ lamp is manufactured | 
lic Engineering Sales Company, Los Angeles 


Non-Dripping Shower Head 

Development ola non-dripping scll-cleaning shov 
r head has been announced by Sloan Valve Company 
Chicago 

Called the Act-O-Matic she he the fixture has 
i movable spray disc that move lownward when the 
water is turned on, closing off the opening in the head 
xcept tor the spray holes in the dis 

When the water is turned off, the disc moves up 
ward, opening the fixture illowinge water to drain 
unobstructed thus preventing clogging ind dripping 


according to the manutactures 
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Time-Pattern Controlled Thermostat 


Heat lag and overshoot, long associated with ther 


mostats actuated by temperature variations, are said 
eliminated by the Comfort Thermostat, 


neered by Minneapolis-Honeywell, Minneapolis. 


to be engl 

The thermostat follows changes in the outside weath 
er by applying artificial heat to the bi-metal when 
ever the main heating plant is operating. This makes 
it far more sensitive to the surrounding atmosphere 
than conventional latter, heater 
plugs are usuaily mounted remotely from the bi-metal 


types since, in the 


temperature-sensing element. 

In operation, the thermostat shuts the burner off 
before the desired room temperature is reached. The 
latent heat in the system, however, brings room tcm 
perature to desired point. Since there is less total heat 
used, the thermostat is more sensitive to a drop and 
“feels” the change long before human occupants. So 
the burner starts, even though there has been only a 
fractional temperature drop. 


Stainless Steel Sink Frame Mounting 


Vance Industries, Inc., Evanston, Illinois, claims an 
improvement on the Hudee system of installing sinks 
in linoleum-covered countet tops. Flat rim sinks can 
be made 100% watertight mounted in the Vanseal 
sink frame consisting of stainless steel frame and 15 
movable lugs that clamp sink to frame and counter 
top. 

Frame fits loosely in the countet lop opening, elim 
inating precision fitting and allowing bowl to bi 
clamped to frame with a minimum of pressure 


Unlimited Design for Garage Doors 

Modern trends toward the use of strong colors and 
bold designs are being followed by Crawford Doon 
Company in the manufacture of the Crawford Stylist, 
an upward-acting sectional door made of hollow-cor 
southern hardwoods. 

Surfaces are left flat and plain, permitting the ap 
plication of any bold design by nailing simple mold 
ings on the surface. After the 
place, the enclosed areas can be painted to contrast 
with the rest of the door. 

Builders may leave the design of the door to pros 
pective owners, thereby creating another custom-built 
feature 


door moldings are in 


New Line of Asphalt Shingles 


Philip Carey Manufacturing Company, Cincinnati, 
announces that velvet black and midnight black slate 
surface granules have replaced blue-black slate gran 
ules on the entire line of slate-surfaced asphalt shin 
gles. 

According to the manufacturer, the new granules 
embed perfectly in the asphalt coating of shingles 
roll roofing, and in the asbestos-plastic coating of Fire 
Chex shingles. 


Flexible Door of Woven Splints 


For homes and apartments having walk-in closets, 
and other rooms requiring partitioning, 
Hough Shade Corporation, Janesville, Wisconsin, has 
RA-TOX flexible door 

The laquered door, made of woven splints, allows 
air to circulate when the door is closed, is easily hung 
from a traverse channel. 


alcoves, 


ce signed the 


HOMES THAT SELL HOMES 


... that is what Peaseway Homes are doing for their dealers. It's 
obvious why! With scores of floor plans and designs to choose 
from, a Peaseway Home is as individual as the man next door. A 
chance to learn more about a Peaseway franchise is yours by 
spa lsbele Mi let’ Loleloh, cold Oro MMe be CoM D)-) o) MEEK ME Ost elostebelots VA ME@) tom 
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Tanner G. Wilson, a native of California, 
eraduated from Stanford University and 
served in the United States Navy during 
World War Il. He has been active in the 
real estate business in Santa Cruz since 
1938 and is now a partner in the firm of 
Wilson Brothers established in 1910. As 
president of the Santa Cruz Realty Board 
he inaugurated the Board's first multiple 
listing system. He is currently a director 
and regional vice president of the Cali 
fornia Real Estate Association 


( UR firm, like many others, has used Perfect Home Magazine for the 
past several years,” says Tanner Wilson, partner in Wilson Brothers, 


realtors of Santa Cruz, California. “A questionnaire sent to all recipients 
of Perfect Home Magazine left no doubt in our minds that it is thoroughly 
read and appreciated and among those left on the table to be reread. 


“During the past 40 years, our firm has sent out hundreds of thousands 
of price lists and other similar types of advertising. For that reason, we 
have had an excellent chance to estimate the value of Perfect Home 
Magazine along with other publications arousing interest in the adyan- 
tages of owning a home. We have never been more enthusiastic about 
anything we have ever used.” 


And we take sincere pleasure in passing along to you Mr. Wilson's 
plaudits. His enthusiasm for Perfect Home is shared by leading real 
estate, home building, and home financing organizations the nation over. 


Perfect Home Magazine is edited for leaders as a community force — a 
messenger of goodwill. Not only does it constantly promote the “home 
idea” but it is also designed to connote quality, fair dealing, high ethics, 
and a thorough knowledge of what is new in home design, construction, 
equipment, and decoration. Thus it builds prestige, goodwill, public 
confidence. : 


Such quality and interest in a house publication would ordinarily be 
within the reach of only the largest organizations. But through the Perfect 
Home Plan, editorial and other preparation costs are shared among the 
users throughout the nation. Local reproduction and mailing costs are in 
turn spread among the selected, reliable, local building factors who 
benefit from it. Thus costs to each participant are nominal. 


A limited number of exclusive, annual, renewable franchises for Perfect 
Home Magazine are available in certain communities, to real estate, home 
building, or home financing organizations of unusually high qualifications. 


If interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 
CEDAR RAPIDS, IOWA 
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Cxnncuncing, a 


Mul-TV 


- SYSTEM 


FOR APARTMENT HOUSES 
HOTELS AND HOSPITALS 


The only MULTIPLE TELEVISION RECEIVING 
SYSTEM that guarantees better reception, with 


only one antenna, than if each receiver had its own. 


Any make and any number of television receivers 
may be connected to the Mul-TV SYSTEM. 


System provides clear, noise-free reception on 


all channels. 


Any set may be tuned to any station at any time 
without interfering with other receivers 


connected to the system. 


Installation is neat. Equipment is compact and 


easily installed—built for continuous duty. 


Over 800 leading Department Stores, Dealers, and 
Retail Distributors are using the JERROLD 
MUL-TV SYSTEM (approved by the Underwriters’ 
Laboratories, Inc.). Installations acclaimed by 


users to be the finest obtainable. 


A perfect picture on every set, in every room, in any 


TV area! For complete facts, write, phone or wire: 


ELECTRONICS CORPORATION 


121 North Broad Street + Philadelphia 7, Pa. 
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CRANE 


the pre erred pl umbing 


, 


= 


Crane Marcia Lavatory, 
24”x21”, for counter-top installation. 


Install the Marcia in tile, Two Marctasin one counter White and 8 Crane colors. 
linoleum, glass, or compo- double usefulness of the Consult your Crane Branch 
sition bathroom. or Crane Wholesaler 


CRANE CO., GENERAL OFFICES: 
836 S. MICHIGAN AVE., CHICAGO 5 
PLUMBING AND HEATING 
VALVES + FIT TIAGS « PIPE 
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How Long Will the Boom Last? 


AS almost everyone knows by now, we are full-tilt in the midst of 
a record-smashing housing boom. The question of most con 
cern in the industry is, “How long will it last?” 

On every side, observers are having their say. The most conserva 
tive see no signs of a let-up for this vear, and possibly not for next 
vear. 

Phe first most important factor in the situation in our opinion 

is government credit, and the second most important is public 
psychology. The recent housing measures which liberalize credit 
and make possible lower down payments are obviously adding pow 
er to the current construction drive; everything in the political 
picture points to continued encouragement of homebuilding; poli 
ticians realize that new home construction is providing the base for 
a high level of business and they are likely to wish to keep it going 

What is this about public psychology? Unfortunately the outlook 
in this department is not as certain, simply because one can never 
be too certain about the state of mind of the buying public. Six 
men can have $5 each in their pockets. By all the surveys and anal 
yses that means $30 of buying power ready to be unleashed. If those 
men are in a buying mood, if their outlook is good, if they reason 
ably believe that they can replace that $5 in their jeans with an 
other $5 soon — they spend and they spend freely. That money be 
comes active buying demand 

But those six men with their folding money in their pockets can 
just as easily decide to keep it there. Things ahead don’t look so 
good, they may reason. Better hang on for a rainy day, because there 
are clouds on the horizon. Solely through the matter of psychology, 
that $30 of so-called buying power doesn't go into action to keep 
the wheels of industry and commerce spinning 

Last month, a factual article on the length of the housing boom, 
appearing in a prominent business paper, ended on this note: A re 
placement of only 1°% of the existing houses in America each year 
would mean 400,000 houses a vear. And approximate ly 500,000 new 
families are being formed each year. The implied conclusion is that 
here is a normal demand for approximately 900,000 houses each 
year. But it is no such thing. Admittedly there is a “need” for the 
replacement of 1% of our existing houses each year, and there is a 
“need” for the housing of everv new family, but active demand 
depends on the psychological climate that surrounds that need 

\s the war was nearing its close, I was inspecting a proposed new 
subdivision in California. The builder was not sure whether to take 
the leap and go ahead or not. It was our opinion that he would be 
wise to proceed. “The housing need will be strong. and you in Cal 
ifornia will be in the midst of it because so many soldiers and sail 
ors have sampled your climate during the war, and will want to 
settle here.” “Yes,” the builder replied, “I can see all that, but I 
can't forget there was a housing need during the depression, when 
families were doubled up. And our California climate was pretty 
good then, too, you know. It’s what people are willing to risk, not 
what I am willing to risk, that counts.” 

What can we do about public psychology? 
houses that people can get excited about 


First, we can build 
new and practical de 
signs, easily maintained, sturdy construction, honest values. Second, 
wi all of us must realize that everything that happens to our 
local and national economy affects our business. While doing the 
viggest building job in history, let's not become so engrossed in it 
that we can’t do our civic and political job, too. Third, let's remem 
ber that we are living in a glass cage these davs; housing is in the 
public eve By oul conduct, we can become « iricatures or couns lors 

it’s up to us. Let's watch our actions and our public expressions; 
wild, unfounded statements aren't needed to sell homes or to sell 
America on private enterprise. If we merit a perennial building 
boom, it 18 because we justified the public Ss confidence when they 


gave it to us. That's common sense, which, I euess, is what psychology 


Is supposed to be 


DHE EDITOR 
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for Showing Demonstration Houses 


90% of operative builders queried now use demonstration houses — a new high 
66% favor furnished demonstration houses — also a new high 

The majority draw crowds by on-site signs and newspaper ads 

63% favor Sunday afternoons; 20% also show Saturdays 

Average number of sales persons on hand — 2.7 persons 


86% call attention to nationally advertised products, of which about half use interior pla- 
cards, and other half depend on salesmen’s comments 


85% landscape their demonstration houses, most of them fully 
58% hand out literature to visitors, either their own or manufacturers’ 
63% do not attempt to show work in process 


88% let visitors browse through the house, 44% usher visitors, and the majority do not 
rope off areas 


Women predominantly are most interested in 1) kitchens, 2) bathrooms, 3) living rooms 
Men predominantly are most interested in construction features 

The average demonstration house is kept open slightly more than two weeks 
Estimated average weekly attendance — 1,855 


Estimated number of seriously interested prospects — 11% 
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90% of operative builders are 
using demonstration houses to 
spearhead selling campaign. 
Many declare it is ‘essential’ 


\ EN who build homes for sale are using demon 
j stration houses in greater proportion than ever 
Iwo years ago Journal editors queried readers from 
a typical cross section and slightly 
the using demonstration 
houses; last month a similar survey was made 
than 90°), said “ves” this time, 
than before. 


coast to coast 


more than 75°, said were 
, and more 
a more enthusiastic 
and eloquent “ves” 


When asked for thei 


sential” or “absolutely imperative.’ 


hundreds said “es 
They said demon 
stration houses help get names of interested prospects, 
or they form a splendid public relations medium, o1 
they bring out prospective buyers to new subdivisions 
Stull others reported that the 
source of sales — that as high as 75°), of new home sales 


reasons 


visitors formed best 


could be traced to open-for-inspection demonstrations 


Pypical comments 
“We have always used a demonstration home 
selling program, and find that it is the 
securing who are 


o 
range 


in oul 
best means of 
prospects interested in- the pric 
in which we are building.’ Charles Joern ol 
William Joern & Sons, LaGrange Park, Illinois 

“Verv valuable. It gets people out to see the addition 
ind the houses. Starts people talking about the houses 

led B. Brown, San Angelo 

“Extremely Best 
The ellect reaching 
vear or more alter demonstration 
Hampton Roads Realty Corp., 


Dexas. 
advertiscoment for the 
Sales are 


valuable 
olten made a 
Harry R 
Elmira, New 
percent of our sales are 


William $S 


opened ours to the 


cost is faa 
Burgess 
York 

made from 


Houston 


Seventy-five 
demonstration homes 

‘Indispensable Wi 
the first time officially 

Phomas Requard, Baltimore 

‘Only for the initial 
interest is created it is used only as clinches 
neth Rosing, Cleveland 


Borden 
public tor 
vesterday, and sold 19 houses 
Conice 
Ken 


stages of the program 


sales 


Lock 


“Demonstration houses bring in 50°) of ou 
Fk. W. Heltman, sales manager, Rodney M. 
Detroit 

I believe it Is mor 


wood 
as an advertising medi 
aid Robert | sranstord 
Realty Co., Abilene, Texas 
is given a name such as ‘Honeymoon Cot 
Home 
tions establishes a standard of plan, quality and size 
that makes further marketing relatively simple 
Fred B. Agnew, Davenport, lowa 

Good way to pick up new prospects, and valuable 


valuable 
um than as a direct sale 
Branstord-Henley 

“Ita house 
Anniversary 


lave’ on a couple ol demonstra 


in its wav, but depends on follow up 
ruc l ake (¢ harles 

We find that with plans tor other 
elevations is a very good selling tool but hold to 
basic model and do not allow too many changes.’ 
William H. Mann, Williston Park, Long Island 

Ot thos thes demonstration 
houses, most of them explained they had never tried 
the idea. Others, however, had varying reasons. M. P 
tlanagan olf M. P. Flanagan & Son, Niagara Falls, New 
York, fon example 


houses a vear for 28 vears, 


Jules Rein 
Lousiana 


t mode | house 


who said do not use 


, said he has been building about 50 
ind “found cut a long time 
Ivo that having i houss open lor inspection does not 
pav. I find, that 


about 2° are real prospects I now 


NATIONAL REAL Estate AND BuILpine June 


JOURNAI 


advertise in the newspapers and show the house by 
ippointment only. It is half the work and all that call 
ne are good prospects 


Charles E. Mettel of 
Company, Dubuque, 


Mettel 


lowa, savs, 


Investment 
‘All vou get are the 
nosey people who have nothing else to do but look and 
criticize. The held an open hous« 
we obtained no prospects or effected no sales, because 
we were deluged with lookers-on. If there poten 
tial prospects among the visitors, the crowd was so 
large we could not have located them 

Not all users of this technique that the 
portion of interested prospects is large. The av 
was 11%, >». While others re 
ported 90°. 8. I Rodney M. Lock 
wood. office situation said 
“One or two percent are 
later, and 75° 


Realty & 


Various times we 


were 


agree pro 
rave 
but many said |‘ 
Heltman of the 


summed up the 


cstimate 


when he 
) 


out to buy; 25° may buy 


> Ate prolessional lookers 
i 


More builders are favoring furn- 
ished demonstration houses; say 
it adds warmth and personality 


Iwo vears ago only 53°, of builders used furnished 


I hi 


he lps prospects 


this vear 66°,, sav the 


home like 


furniture im it 


model houses favor it 


irguments for: looks more 


visualize then pulls 


I he 


detracts from construction cde 


Tricor Visitors 


makes small rooms seem larger arguments against 
furnished model homes 
tails and room iWranvecment 
dither 


iy fuaprneture 


children may damage the 
furniture widely on the amount the 


and 


y ople 


should invest less expense trouble 
Pypical comments for furniture 
It furnished right 


wamth 


your buver gets an effect of more 
You can 
rooms with vicatel ippe il 
Sims & Grupe, Stockton, California 

Adds a homelike 
tions as to what goes het 


W. Kirk 


If rooms are 


and comfort as he enters the home 


bring out the colors and 


itmosphere ind saves mans qucs 


or there in a house John 


Kentucks 


smaller-scaled 


Owensboro 


small makes 


furniture 
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rooms look larger.” 
York. 
“Most people cannot visualize how much furniture 


Rodney M. Lock 


Bernard F. Picotte, Albany, New 


can be placed in vacant rooms.” 
wood, Detroit. 

Typical comments against furniture in demonstra 
tion homes: 

“The furniture distracts the attention of the peopl 
Most furnished houses are over-furnished, as the deal- 
er is interested in displaying as much merchandise as 
possible tes I eslie Markovich, Milwaukee ’ 

“Impossible to close deal on house 
to take prospect's mind away.” 
Chicago. 


too many things 


Re'ph J. Finitzo, 


“Furnishings in a house detract from construction 
features and room arrangement.” Ben Dlugach, 
Memphis. 


“Prospe cts 


especially the women look at the 
house 


, not the furniture.” — John H. McGeary, Miami 


Women visitors show most inter- 
est in kitchen design, arrange- 
ment. Men are most interested 
in construction details, heating 


a 
a 
to furnish your demonstration 


Whether 


house or not, you should give special thought to thos 
rooms which will receive the 


vou choose 


most attention trom your 
Visitors 

\n overwhelming majority of builders report that 
women visitors show paramount interest in the kitchen 
Because of this, 
appeal ot thes 


tions 


builders are accentuating the sales 
with cheertul 


step-saving design, large 


rooms combina 
window areas, large 
Many use the 
one package” fea 
ture and because it permits the prospects to visualize 
how the kitchen is ideally planned for appliances and 
i systematic working area 


color 


cupboards, plenty of counter space 
packaged mortgage because of its 


Next to kitchens, women show the most interest in 


bathrooms, then living rooms, bedrooms, closet spac 


Som builders are 


heaters, 


installing colored 


cabinets, 


fixtures, wall 


shower combination lavatory-van 


_ 
26 


June ’ 


ities, and other features to capture appeal in bath 
rooms. In other rooms, more are emphasizing built 
ins, larger window areas, more spacious closets. 

Men visiting demonstration houses are more inte? 
ested in technical details. One builder said, “Che men 
invariably rap the wall and ask if there is any steel in 
the house.” 

The men are primarily interested in construction 
details, heating plant, insulation, basement. 

The Journal survey indicates that men show a great 
deal of interest in den or hobby 


ProoTns 


rooms, and living 
much attention as 
for closet space in 


Bedrooms do not draw as 
other rooms and facilities, except 
bedrooms 

Some comments from builders indicating the fea 
tures men and women notice are: 

“Women pay most attention to kitchen, living room, 
closet space, and interior decoration, while the men 
are satisfied with their wives’ preferences.” [. L.. Pate, 
Seminole, Oklahoma 

“We find that women are concerned with the size 
of the bedrooms, and men notice the construction de 
tails and basements.” — D. H. Talbott. 

“No one room gets any special attention from wom 
en.” — Harold Rogers, Portland, Oregon 

“Men look at basements, garages, and dens, and 
women note the features of kitchens, laundries, and 
bathrooms.” C. H. West, Greensboro, North Caro 
lina. 

“Men take an overall impression of the home, wom 
en look first at the kitchen and then at the bath.” 
Chester M. Hock, Bowling Green, Kentucky. 

“Unfinished space in the attic for future use attracts 
men's attention, while women look at kitchen 
bath.” — J]. C. Taylor, Kansas City 

“Women want large well-equipped kitchens, attic 
fans. Men see good construction and features such as 
screened-in porch, large garage William §S 
Houston, I CNAaS 


and 


sorden, 


85% of all demonstration 
houses are partly or fully land- 
scaped to destroy stark-looking 
appearance. of house, grounds 
© 

Demonstration houses are landscaped by 85°% of the 
builders surveyed. Most of these are fully landscaped, 

including flowers, shrubs, trees 
Harold Rogers of Portland, Oregon, believes that 


MBL 
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wel a! 
P) ogee 
oe pRAIRIE HE 


’’ 
coat Rudy 


7” Ldn 


complete landscaping is unportant to attract visitors. 
“On our present house,” he says, “we have just put in 
a complete lawn, shrubs, an outdoor patio enclosed by 
a grapestake fence, and an outdoor fireplace with bar 
becue.’ 

Other builders seed or sod all of the lot or the front 
part of the lot, plant a few evergreens and flowering 
shrubs around the foundation. All have the area 
thoroughly cleaned of scrap lumber and other debris 
from construction. 


Majority or builders use display 
ads in newspapers preceding 
opening day, smaller ads during 
the weeks of showing. Most use 
site signs to attract passersby 


a ree 
Are Invited 
‘ he epect This t nusual Home 
lo In pe 


o's Most Exctusive 4 > 
\ fost t clus EM 
In Abilene Me wwoo »ESTA FS 


‘ snishad Theoughoet in The Madere MERNET 
- 


By Stentord Furniture Co. for saul 


38 Wosdekige Ove 
. Yeu Have Wasted To Ser a 
nat teres ee Te co ees te 
So 
———— 


Thar Taw eee to ect Meme Permeetene 


we 


nok. PLM Open For Your | 
\ da 


From 2 ¢ 


nspection 
6PM 


Hos _ 


#Oah Parks 


lo attract visitors to a demonstration house, most 
operative builders use display ads in local ne wspapers, 
usually coupled with on-site signs. In these display ads, 
a picture of the demonstration house is usually shown, 
along with data about the location, price, construc 
and the time of showing. Builders 
report such ads are most effective when run on the day 
the demonstration house opens, or not more than two 
days previous to the opening. Many builders use one 
large ad on the day of opening, smaller ads on the re 
maining davs the house is open. 

\rrow used by to direct 
visitors to their demonstration houses. Many use signs 
on the site calling attention to the demonstration hous« 


tion features, size, 


signs are some builders 
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or construction products and equipment it contains 
Other 
billboards, radio, television, direct mail, classified ads 


advertising mediums used with success are 


bus cards. 
Typical comments on advertising 
“We attractive 
of the outstanding features spotlights at night, even 


attract visitors by signs telling some 

when the house is closed, so that people may window 

shop; attractive tront elevations with good color com 
Williams S. Borden, Houston 

classified ads and always have 


binations.’ 
“We use 
stration house on a well-traveled cornet 
Shirmever, Fort Wayne, Indiana 
“Cooperative advertising with the building product 
and equipment dealers helps draw crowds. We also 
led Grove 


our demon 


Ralph I 


use signs, flags, television, and radio 
Grove & Company, Omaha 

“We attract 
house location and hours the house is open, and also 
an “Open for Inspection” sign in front of the 

Harvey E. Rasy, Omaha 

“We personal peopl 
(usually influential persons in the community) asking 
them to attend and give us their opinion of the hous 
On the day of the opening, we run a half page ad 
showing a picture of the house and giving a brief 
description.” — Robert ] Abilene, 

Several builders indicat able to arrang: 
publicity in their local ne wspapers about the showing 


visitors by newspaper ads the 


giving 
house 


send invitations to many 


sransford, lexas 


they are 


of demonstration houses. Such stories « mphasize special 
features in design, equipment, construction 

« 

- 


Sunday afternoons draw most 
visitors, Saturdays next, then 
weekday evenings, builders say. 
Most are kept open two weeks 


week and what hours 


When asked what days of the 


for showing demonstration houses are best, 63 
the 
20°;, also mentioned Saturdays 
Although weekends draw the 
keep their demonstration 


throughout the week, especially during the evenings 


, of 


Journal readers queried said Sunday afternoons 


largest crowds, most 


builders houses open 


The average demonstration house is kept open more 


than two weeks; some until the entire subdivision of 
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Only 
cllorts into a one day showing 


homes is sold a few builders put all their selling 


Asked to give an estimate of the number of peopl 
in one week, build 
figures ranging from 100 to 6000, an average 
weekly attendance of 1855 


Visiting their demonstration house 
Crs Gave 


a. 4 
. 


ee a tioe 


5 


Average of 2.7 salesmen on 
hand to answer questions, dem- 
onstrate products, distribute 
literature and qua‘ify prospects 


during show 
of 2.3 
hous I hese 


One to six salesmen are present 


ing, depending on the day an averags sales 


men for each demonstration salesmen 


usher visitors through the house, answer questions 


point out construction details and features, quality 


prospects 


Numerous builders report that their salesmen ar 
knowledge ol 
details so that no visitor’s question goes unanswered 


ible 


instructed intensively in construction 
Others emphasized that then salesmen must be 
to demonstrat appliances 

So that no visitor's que stion goes unanswcecre d, num 
crous builders report that then salesmen are given 


mtensive mstruction tm construction details types 


features of these 
materials why they 


benefit the buyer. Others emphasized that their sales 


materials used 


the \ 


ind brands of 


were used how will 
men must be able to demonstrate appliances, have the 
knowledge to answer questions about financing of the 
home, tax assessment, cost of insurance, availability of 
utilities 

But the most important duty of the salesmen is to 
sift the prospects from the lookers”, as one buildet 
put it 

Pypical comments on salesmen’s duties at a demon 
stration house 

“Our salesmen usher prospects through the house, 
show other floor plans available, and qualify the pros 
C. Hi Albany, California 

“Point out utilities, 
convenience. G. A Brookville, Pennsvl 
Vania. 


pects Eccleston, 


color schemes, and 


Garmalt 


features 


Kxplain comstruction, pont out special features 
and stress livability advantages Frank W. Crisp 
Crisp Realty Co., St Florida 

Draw sales contracts and point out special fea 
William A. Brown, Memphis 
cent of the 
browse through their demonstration houses; 41 


Petersburg 


tures. 
Kighty-eight)§ per builders let) visitors 
have 


make 
roy oll 


salesmen usher visitors through the 
both 


rooms, Some 


arrangements and a majority do not 
ireas to restrict tralhi 
kor the 


should be posted it the door to welcome visitors, hand 


average demonstration house, a salesman 


out literature, answer any questions thev have about 
and the \nother 
with the demon 
inv appliances that are 


ecneral construction exterior sales 


man or two should mingle crowds 


strat included, point out 


special features and acquaint himself with those visi 
buvine 


who sec: to show 


Duties of the 


tors venuine mterest im 


salesmen should be rotated to give each 
of them an opportunity to contact prospects 
© 
ae 
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Most builders have guest regis- 
ters, visitors’ cards, or gift draw- 
ings to get names of prospects 


VisivoR’s caro 


\ variety of me thods are used to get names ol pros 
pects visiting a demonstration Only a few 
builders do not try to get names, depend on visitors 
to declare their interest 


house 


The most popular method for registration is a card 
system. Each visitor is handed a card at the 
or some other point in the house. A salesman is thet 
stationed at the exit to collect the cards and they are 
then distributed evenly among all the salesmen. Other 
builders have 


entrance 


a guest register, asking each person to 
sign as they enter. Still others depend on salesmen to 
get names and addresses o 
demonstration houses, 


license numbers. In some 
Visitors are 


ter, but may if they wish 


not urged to regis 


then 


Savs, 


reluctant to 
Albany, Calhfornia, 
Wi VIVE cards to prospects which they fill out and 
Then month o 
two months, depending on the value of the gift, we 
have a drawing for an clectrical appliance. This gives 
us the names of almost all visitors from which we can 


Because many 


names, C. FH 


Visitors are VIVe 


Eccleston of 
deposit in a box about 


once CVvery 


qualify the best prospects 

lo follow-up visitors to his demonstration houses 
QO. R. Hisel of Muskogee, Okla., writes them a personal 
letter. The letter thanks them for calling and asks 
them to watch the next house that goes up. ‘Then, if 
they're they can contract for the 
and select the finish and decorations 


interested sign a 
house 

Another method suggested is to have visitors regis 
I he S¢ 
opinions, whether critical or complimentary, give the 
builder an insight into the 

For example, if a 
doesn't 


ter then opinions after seeing the model house 


v 
tastes of his clients 

woman kitchen 
salesman can 


visitor savs the 


enough cabinet 


approach her at a later date 


have space, a 
ind, knowing she wants 
maximum cabinet space, can stress the abundance of 
facilities of another new home 


storagc 


86% stress use of nationally 
advertised products, equipment. 
About half use placards; their 
own or manufacturer-supplied 
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Of more importance than ever belore is the empha 
sis being placed by builders on brand names of na 
tionally known products and equipment included in 
their demonstration houses 

The Journal survey showed that 86°, call attention 
to nationally advertised products About half of these 
use interior placards, while the other half depend on 
salesmen’s comments. Some also point up these names 
in literature given to visitors and in ne Wspapel ads 

Pypical comments on placards 

“We 
even the smallest thing. It is surprising how people go 
around looking for the 
and then inspecting the 
attention to such things as weather stripping, windows 
storm sash, and other construction details 


believe in a lot of signs calling attention to 


signs, reading them carefully 


points mentioned. We ca 


In addition 
we always show a cross section of our floor and ceilin: 
construction, illustrating the type of bridging, stec! 
clips used for hung ceilings. We find that these signs 
pay off.” — Howard W. Cheel, Ridgewood, New Jersey 

“Display cards are made for each individual hous 
when we open it for public inspection. The 
of ordinary cardboard and the desired printing put on 
with a speedball pen. The 
things as: General 
central heating, 


cards are 


cards call attention to such 
Electric kitchen equipment and 
Mercury noiseless light switches, Hig 
gins block flooring, coppel plumbing, rock wool in 
sulation.” Robert J. Bransford, Abilen 

“We use small cards placed near the equipment to 
attract attention of visitors R.D Koko 
mo, Indiana 

“Building products in ow 


Dexas 
Robbins 


demonstration houses 
are featured with the use of cards and attached ribbons 
running to the product mentioned Harry R. Bur 
gess, Elmira, New York 

We point out such products with advertising fur 
nished by the 
house 


dealers. In front of our demonstration 
vive I 


Borden 


, we have five or six signs in a straight line 
our central William S 
Houston, 


tising heating 


lexas 


Rather than using cards by each featured product 


some builders report they use one card per room to 
point out the special features in that room. Other 
builders clip ads of products from national may 17INeS 
and paste them on cards, placing them near the prod 
as 
e 
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Fireproof SHEETROCK used 
here for Smooth, seamless 


walls ee ceilings. . .-— 
USS 


O) 





INSULATING 
GLASS 


hese Beastifu/-M : 
PLUMBING FIXTURES" 


ARE PROpy , 


| CTS OF. 
Standard Sanitary Corp, 


INSTALLED By 


A.A, Budd Plumbing Co, 


ucts, such as kitchen cabinets plumbing, flooring 
Stull others use hand-lettered placards, such as, “ABC 
insulation used in this home to bring vou vears of 


economy and comfort 


58% hand out literature to visi- 
tors giving details about house 
and equipment, financing, loca- 
tion, brief history of the firm 


kiftyv-eight per cent of thi operative builders sav 
they hand out literature to visitors. Thev cither pre 
pare these themselves, share the cost with the furniture 
company furnishing the models, or give out pamph 
lets of Inanufacturers whose products are featured 

Pypical comments on literature given to visitors 

We give pamphlets calling attention to features 
the home and the idaptability and features of the 
location G. A. Garmalt, Whittier, California 

Such literature as is furnished by equipment manu 
facturers and suppliers of materials Charles Joern, 
LaGrange Park, Illinois 

Business cards and occasionally a descriptive folder 
Young people usually are not familiar with financin: 
ind we lcome written details on it 

‘Leaflets describing the main features of the hom 
ind the area and lot size Thomas L. Mitchell, San 
Jose ( ilifornia 

Our salesmen hand out brochures which contain a 
story and picture of the builder, floor plans and pic 
tures of homes for sale, financing arrangements, special 
features, brand names William § Borden, Hous 
ton Texas 

Products are mentioned in our color folders alon 
ind front clevations ava 
Ralph LL. Shirmever, Fort Wavne Indiana 

We hand out literature having a picture of the 


with house } lans 


letailed dese ption of the house 

Frank Calcera, Washington 

cr im leaflet, brochure, or card 

iin such basic information as the 

date of establishment, brief histors 
iddress tk ephon number 
should attractivels preset 


ilabl 





about the kinds of materials used, special equipment 
brand names of equipment, a map of the develop 
ment giving lot size and location in relation to schools, 
shopping center, churches, transportation. In addi 
tion, it should include facts about cost, method of 
financing, taxes, insurance, how to orde 
. 
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Only 37°; of the builders queried ittempt to show 
construction work in process. The main reason this is 
not done, as Frank Crisp, St. Petersburg, puts it 
typical comment \ rough house has no sales appeal 
He adds, “It is very important to have a house com 
pleted before any attempt is made to sell that type of 
floor plan or design 

But a few builders believe that houses in iio 
staves of construction are a valuable sales aid. For 
example, Fritz Burns, Los Angeles, has 20 model 
homes, usually two in the framing stage called “Con 
struction Models He say Our salesmen are in 
structed to shov groups of homes undet construction 


especially when there at 1 great many underwa' 


Leon E. Dantorth, Providence, Rhode Island, sa 


Durine construction we ilways welcome the close 
scrutiny of visitors. An honestly built house with qua 
itv materials and skilled mechanics doing the ‘tailor 
ing with pride in their craftsmanship will attract 
attention of visitors and command their prais tt 


builder's best advertising 


John H McGe irs Miami SAVs We 1 


5 to LOO houses in process to how visitor 





interested. On our next subdivision, we are plannin 





10 demonstration homes ill complete! different, that 


will be veld ope n throughout our sale ( ipa i 
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1 WON’T GLOSS OVER THIS BAD FEATURE 
BECAUSE YOU'LL KNOW WHAT TO DO oe op oe oe oe oe ee oe 
ABOUT IT... NOT MANY BUYERS WOULD 


& 
NOTICE HOW WARM AND DRY THIS o® 


BASEMENT IS IN OUR DAMP CLIMATE 


Learn Your Prospect’s Basic Desires 


By EDMUND MOTTERSHEAD 


LY) bree than ever, the task of In setting up any transaction, 
the real estate salesman today you have already determined spe 
is a task ol leadership, a task of — cifically 
handling people adroitly and easi 
lv. Lo be etlective in selling real 


just what arrangements 
and terms you plan to make with 
a buyer; your next problem is to 
estate he must be able to say the determine the objectives and de 
right thing at the right time, he sires of your prospects, so that you 
must have a thorough understand may understand them and talk to 
ing of his prospect's desires and them about the property from the 
emotions and how to handle them standpoint of their own desires 
\s the old man said, “If vou and interests 
want honey, don't kick over the Protessor Harry A. Overstreet, 
beehive The problem is to so ap in his book, “Influencing Human 
peal to the listener that he will) Behavior,” says: “Action 


springs 
want to do as you wish buy the out of what 


we fundamentally de 
property. Phe answer to this prob sire and the best piece of ad 
lem lies in understanding the basic — vice which can be given to would 
wants of people generally, and es be persuaders, whether in business 
pecially of the particular peopl in the home in politics on 
to whom vou are trving to sell a factors is, first: arouse in the 
building at the present tin other person an eager want. He 
What do vou want out of lite who can do this has the whole 
Money, fame, power SCCUTILN world with him. He who cannot, 
Lovalty ot triends, the philosoph walks a lonely way.” 
cal satistaction of a just life? The Dale Carnegie says: “The only 
maintenance of law and order, wav to influence the other fellov 
justice, happiness, libertys Certain is to talk about what he wants and 
vy some of these; perhaps all of | show him how to get it.” To be 
them. One thing vou can be sure a successful real estate salesman 
ol the prospects to whom you and get the action vou want from 
we showing property want pretty people, you have to make them 
much the same things want to act for you. 
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What do people want Few ol 
us are really. satished with ouw 
selves, or with our lives. All of us 
have strong cravings tor certain 
satisfactions. These cravings and 
desires are our basic motives. While 
psychologists differ in listing and 
classifying these motives, they gen 
erally agree on five basic types 

1. The desire tor selt-preserva 
tion 

2. The desire for recognition and 
powel 

> Identification 
}. Projection 
5. Rationalization 


Self Preservation: 

This basic motive is expressed in 
many ways. Surveys have shown 
that the primary interest of the 
average adult is his or her own 
personal health and well being 
just let anvone get to talking about 
himself and that will come out. It 
is also manifested in one’s interest 
in the health and well being ot 
one’s family and friends. It is at 
the bottom of the sex impulse 
the desire to live forever transter 
red to the desire to continue your 
own life stream in the lives of vour 
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YOU'RE CAPABLE OF APPRECIATING 
THESE FINE ADVANTAGES 


oe 
we 
= 


lie 


MANY RISING YOUNG EXECUTIVES 
LIVE IN THIS SUBDIVISION 


children. It underlies the desire tor 
COnOTHIE 
at the 


Connie 


security, and, as such, is 


root of much of our econ 


striving. 

Let's suppose that I am showing 
t young married 
might say to him 


man a house. | 
“Mi Jones, here’s 
i property that apparently fits your 
needs and fits into vour future plans 
family. At the same time it 
offers you an opportunity to build 
up an estate, for we both know that 
eal estate is the soundest 
can make.” What 
am I appealing tor Bill's desire for 
economiu sell 


lor a 


one ol 
mivestments you 
security preserva 
tion 


The Desire for Recognition: 


tell us that man 
developed intelligence through the 
ages as he developed means of domi 
nating his environment. Watch any 
child, will sce the pro 


COSss wants 


Psychologists 


and you 
The child is curious. He 
things. He demands atten 
tion and howls for it until he gets 
it. Adults are They 
want recognition, appreciation, the 
and 
perhaps even 


0 do 


much the same 


sense of power achievement 
and ability, 
than they 


MIOre 
want a sense of security 

This desire for recognition shows 
up in People like a 
litthe pat on the back for good ef 
They 
that 
from 
They 
ideas, for 
ind abil 


ways to get 


many ways 
forts or for good intentions 
like the IM portance 
comes from giving advice or 


SCTISt ol 
cls 1 lavor 
their 
intelligence 
itv. One of the 
oul 


" 
tell 


doing SOTnCOTIE 
want credit for 
having some 
surest 
buve rs close 


that 


ittention is to 


him vou are talking to 


him about this particular sales fea 
ture because he is one person well 
qualified to form an opinion and 
do something about it. By doing 
this you have given him credit for 
intelligence and at 


having some 


the same time made him feel im 


portant 


identification: 


Identification is the psychologi 
al process of bolstering the ego by 
identifving mentally and 
emotionally with other people ot 
that and that 
already recogn 


yourself 


admire 
gained the 
tion and approval of the 
in which The small 
indulges in hero-worship. You are 
an American and 
Americans are 


groups you 
have 
SOCICTS 
you live bo. 
proud ol it, be 
Cause wondertul 
people 

I he identification is 
represented by “keeping up with 
Many 


live in this subdivision; 


process ol 


the Joneses “rising young 


EXCCULIVES 
so you want to too 


belong Ever, 


woman conscientiously tries to get 
hat than the 
just ask any 


Is typically 


herself a crazica next 
woman 
that she 


her individuality 


man SO 
feminine wu 
Men generally 
stick to the darker 


conservative colors in 


and 
cloth 
ing, because they dislike being con 
like to be identified 
well dressed Identifica 


tastes in 


tend to 


thicoore 


Sprculous yet 
as being 
accounts tor 


tion oul 


clothes and food, for our “brand 


buying habits, for the group struc 
tures in society which are 
thinking as Wis 


my church, ris 


xpressed 
hh oul COUTTS 
gang my 
of th 


neighborhood l is the basis 


feam spirit 


Projection: 


Projection is the process of in 
flating the ego by pointing out the 
faults that are in 


CVCTVONLE clse 


that probably CXISt on ourselves, 
ind thus making us feel we are 
alter all. It is behind the 
holier-than-thou = attitude 
first to see the 


has the 


not 
so bad 
typical 
The 
fault in others frequenth 
fault 
port it because the other person IS 


man who is 


same himself, but feels im 


not so hot” eithe 


Let's SUPPOSse I want to get past 


What prompts a family to buy a house? Basically, there are five 
motives, and it is well to know and understand them all, for 


once you find which one is uppermost in the mind of your prospect, 
you have a far better chance of making the sale. The author dis- 
cusses these fundamental desires in terms of home purchasing. 


The article tells how to discover them, and how to use them, once 


you have made the discovery. Such knowledge is a must for sales 
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i particularly untavorable pot 


about a property I might say 
Now, Mr. Jones, I know that here 
is a bad condition in the 
that’s just 
vou. Not 
what 
Som 
lor what it is 


building 


ind why I am showing 


it to manv buvers would 


know to do about that con 


dition might not even see it 
You know 

this sort of thing and can cope with 
it.” How 
ner urge of projection? He 


all about 


im LT appealing to his in 
alread 
feels smarter than other people anc 
SUSPICLOUS by nature; so to satish 
his sense of self-importance I give 
him a chance to show off his know 

I know he so | 
bring the feature right 
open. He feels stull 


important both he 


dye is sUSpIE 1OuUsS 
undesirable 
mut imto the 
more because 


ind I 


reneral inability and untrustworth 


confidentially recognize the 


iness of evervone else 


Rationalization: 


Strictly speaking, rationalization 


ranges from what = is popularly 


meant by the word when making 
accidental or unrea 


highly ab 


excuses tor 
conduct to. the 
ind profound thinking of 
bust 


soned 
stract 
an Einstein. It is simply the 
making life 

of making life “rea 


ness of plausible to 


sell 


sonable 


ones 
It isa process that goes 
whethes 


on continually logicalls 


accurate or not Jecause of this 
psychological lores 


make 
il d rr 


inl people, we 


must our acthbons, statements 


quests seem reasonable 


them. for otherwise they will in 


vent their own explanation for 


muir ACTIONS 
In making vour ideas acc pt ible 


to your prospects appealing to 


their urge to rationalize means that 


what vou say must be fairly well 
with the 


understand 


in accord things they al 


1¢ idly and believe 
What racial or religious or politi 
they? What ideas ol 


lovalty 


il beliets have 


honor and and fairness 


Whaat 


laws ol 


understanding of “natural 


climate, of chemistry, of 


supply and demand, of machine 


processes, or building materials 


What 


within the 


have they? you have to sas 


must be limits of thei 


understanding, and your ideas must 
be reasonable in terms of the es 


tablished pattern of thei thinkine 


The professional real estat sale 
man who thinks before he spt iks 
who savs the right thing at the 
right 
speaks without 
likely to be 


not only the 
but his 


time more often than he 


thinking Ss mor 
handling 


talks to 


conterences 


eflective in 
prospect he 
associates mm 
ind departme ntal meetings he may 


Please turn to page 4 





Personalizing your homes increases their sales 
pulling - power. A subdivision of stereotyped 
houses ... inside as well as outside ... makes a 
feeble ‘pitch’ to a buying public. But make your 
houses distinctive with dramatic lighting and they 
will make a strong, personal appeal. in this 
article are new ideas gathered from nationally- 
known lighting manufacturers and summarized 
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Way to Increased Sales 


VOOD lighting is an elusive quality that can re 

JF vitalize your new house sales tremendously. 

Many builders are aware of the powefftul emotional 
appeal a flood-lighted demonstration house makes. 
Others are discovering the sales-rejuvenating appeal 
of adequate, distinctive, planned, interior lighting. 

New developments in light controls, fluorescent 
tubes, incandescent bulbs, and wiring circuits are pro 
viding buiiders with dramatic 
present to prospects. 

Light installation should be interior 
decorating. But, it isn’t enough to select a ceiling fix 
ture, lor instance, 


sales-making ideas to 
a province ol 


because its design happens to please 
matches a color The etlect of 
the light in operation should be considered. Inade 
quate or harsh lighting can be a sales-depressant, and 
although home buyers may not know 
be repelled by commonplace lighting 

Use light to individualize vour hom« 
new appeal by adding cove lighting. Frame over-the 
sink windows with flush-mounted fluorescent lights 
In bedrooms, put recessed ceiling fixtures over ward 
robe closets and over the proposed location of beds 
Other arrangements will occur to you depending upon 
the design of the house you plan to build 

To keep you abreast of new home-lighting equip 
ment, the Journal asked manufacturers to tell us theu 
Own newest products. Here is a summary 


and because it scheme. 


why, they may 


s. Give built-ins 


Incandescent Bulbs 

1) One manufacturer has deve loped an incandescent 
bulb that combines light source and an attractive fix 
ture in unit. The bulb was designed to fill the 
need for accommodating bare-bulb fixtures in bas« 
ments or vestibules 


One 


Light-absorbing attachments of 
glass, metal, plastic are unnecessary for improving the 
bulb’s appearance. When viewed in its recommended 
base-up position, the 50-watt bulb looks like an in 
verted mushroom. It is 3’ inches in diameter at its 
widest point and its shape directs two-thirds of th 
light upward. The one-third directed 
lowed by a soft-toned enamel on the 


down is mel 
underside 

2) Introduced recently by another corporation is an 
incandescent bulb with a ceramic coating that makes 
it impossible to locate any concentrated area of g 
ing filament. Contrasted with the conventional bulb 


this type of bulb is said to produce a softer, completely 


vlow 


diffused light, making for eve-ease 


Fluorescent Tubes 
>) Five 
Wwarii 


new fluorescent tubes called standard white, 
white, soft white, 4,500-degrec 
light developed by a well known manutacturer are 
introducing a technique called painting with light. In 
five separate test rooms painted light-green, one of 
each type tube was installed. In the solt-white room 
the walls appeared to be gray, in the warm-white room, 


white, ind day 


they seemed vellow-green, and in the 
thes appe ared blue 


davlight room 
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1) After 


bring out true 


fluorescent tubes that 
color and light normally the human 
complexion have been developed. Named deluxe cool 
white and deluxe white, the 
normal color rendering with an inner 
special chemical called DR phosphor 
In choosing lamps, builders should first decide if 
they 


a decade of research 







warm lamps achieve 


coating ot a 










want to create a warm or a cool atmosphere. \ 


warm atmosphere is soft similar to incandescent 
bulb lighting, and 


Then 


best color rendition or maximum light 


a cool atmosphere is crisp, clear, 


thev should decide which is more 


and sharp 
important 
For maximum light and cool atmosphere, choose a 
standard kor 
select a standard warm-white 

5) Fluorescent that 


than previously manufactured lamps 


cool-white tubs a warm atmosphere, 


tube 


tubes deliver over 200°) mot 









lighting value 
and average over two vear's life have been announced 
by one manufacturer. The same company also claims 
very little discoloration up to 5,000 burning hours for 
its tube i 


because of the introduction of two undisclosed 














chemicals one tor retarding discoloration, by slow 
ing down crosion of emissive material on the filament, 
ind the other for preventing impurities in the glass 


tube from reactine with the phosphor coating 


4 


6) Compact fluorescent lighting fixtures have been 
introduced by manutacturers for use alongside bath 
room mirrors. One such fixture contains a single 14 
watt lamp. Because the units fit close to the wall, 


reflections in the mirror from the lamp are said to be 
eliminated. The fixture is available 
one equipped with a switch, and the other equipped 
with a switch and conve nienc \ hittl 
leneth, the fixtures can be 
under kitchen cabinets, over a 
laundry tubs 


in two models 








outlet over 2] 


inches in new used else 


where range, along 


sicle in hallways 





Flush Lighting 


7) Another maker of bathroom fixtures has placed 
on the building supply market a 








bathroom cabinet 
with an integral source of recessed lighting. On either 
side of the polished plate glass mirror are four 20-watt 
fluorescent lamps shielded with translucent opal glass 






Light trom these sources is diffused evenly over the 
surface of the mirror eliminating shadows. The whok 
unit is mounted flush with the wall and is equipped 


with a convenience outlet 






8) Overhead, flush lighting sources of both general 







ind controlled illumination types have been built bs 
Three major mack 

100, 150, 200 watt. Within one unit, two or three lamps 
mav be installed for intensity of light. When 
installed, the part of the is the glass 
diffusion screen flush with the 


an eastern company sizes are 


varied 





only visible unit 







ceiling 






\ typical overhead installation is in the soffit over 
i front Bir flush 
lace of the soffit, casts light on the doorstep and frames 
the doorway in light 


door unit, mounted with the sur 









Remote-Controlled, Low Voltage Lighting 
9) Several 


builders to the use of 


manutacturers are currently educating 


Voltage These 


ipplications of switching 





Low Control 






companies maintain. that 
lighting, and appliance loads are practically unlimited 
| 


I hie 


netic 


switching is accomplished by means of a 


relay 


mag 





mounted in the conventional outlet box 






ind controlled by anv number of small, low-voltage 
switches located tor convenience. The 
hall inch knockout in the 


ind controlled trom paralleled switches with three 


switch is mount 


ed through 1 one outlet box 





wire, 24-volt 


I he 


circuit 







svstem allows master switching from chosen 
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Single lamp lighting fixtures, left, mounted above top edge 


of each shelf, highlight books, toys, in studies or bedrooms 
points by means of a single switch with manual selec 
tor knob, control of any light from numerous diller 


ent locations control of all lights from one portable 


master switch 


Spot-Focused Lighting 


10) To add to or contrast with general lighting and 


heighten interest, a manutlacturer o specialized light 


ing equipment has dev loped optical 
light 
Light bn 


fon usable 


projectors mak ' 


ing it possible to concentrate 


n specify ireas to 


inv desirable degree ims from the hidden 


projectors are from a complete dithlused 


light to a beam less than two imches wick 
Opt il 


projectors can be installed over built-in 


bookcases and library chairs for even, sharp lightin 
on books and newspapers. And for installations over 
beds, providing a sharp, concentrated beam for read 


ng that won't disturb a sleeper, the light 
| 


pro] cto 


cal wcording to the compan 

11) An innovation announced by once manutactures 
makes it possible to spotlight a particular irea tron 
the same source as the general liehting in the room. In 
the dining room, lor cxample the COM pan make tis 


ol a lighting system with a selective control. On th 
wall plat instead of a switch there is a knob that looks 


like a radio dial. Turn the knob once and the dinit 
room table ts spotted. Turn it again and the whol 
room is softly lit. turn once more, and in addition to 


the solt room lighting, the table more 


iS spotted On 
turn and the light gor 





pote 


t+ 





YEPTING 
W cially listings, 1s 
tougher than ever. What are experi 


listings today, espe 


exclusive 


enced real estate men doing about 
itr 

\ round up of a number of rep 
resentative real estate brokers indi 
that them have de 
Vv loped a fairly comple te list o1 file 
ol the 
from tax lists, directories 


cates most ol 


names of property owners 
house-to 
house canvassing, and other sources 
Most 


fairly 


only 


operators today concentrate 


well in one area; they 
know the individual 
districts well, but 
thre 


Linnie 


not 
propel 
also 


tics in then 


know who owners really ir 
most of the 
The obvious things such as watch 

the lor 


who are trying to sell their prope 


Ing classified ads owners 
tv themselves, doing direct mail ac 
vertising with postcards 


leads 


professional contacts, et¢ 


cle Ve lop 


ine through business and 


seem to 
get results in direct proportion with 
the systematic way in which they 
ive followed through 

W hile the 


out and hustle,” on 


most of men sav “get 
pushing door 
bells is the best way to ect listings 
the fact that 


iverages” only takes care 


remains the “law ol 
of the real 
estate office that 
tically 
One 


with 


ites SVvstem 


opel 


olbice reports some success 


penny postcard mailings so 
hoiting listings 
vet lor 15 


ot t.000 preces Or so 


They teel happy to 
listings from a mailing 
Another othice 
uses postcards and follows up hard 


Lhe 


experienc with 


with personal ( 
had 
claborate 


find 
bring in response 


HivVassihl 
have SOME 
ind bro 
tail to 


in proportion to 


more folders 


chures but that thes 


the additional cost of preparation 


printing and mailing. In then 


36 


e Indicate the complexities of real estate transactions 


Opinion, 
in the 


people get so much stufl 
mail these days that you have 
your across mm 
We 
they tell 
story fast. We also find that people 
will 


to get message one 


line if it gets across at all use 


postcards because oul 


save a postcard for reference 
later on, while they will throw away 
a folder or circular on 
rat 


more celabo 
We had 
calls months alter a mailing just be 
of this 


mailing piece have 


Cause 
One 


business 


had 


vcears 


man who been in the 
for 30 “it's -a 
great advantage to be the first on 


the 


SANS, 
scene, If vou hear that someone 
is thinking of selling or even dream 
there 

list 


a great oppor 


ing of selling, and can get 
first with the story of exclusive 
ing values, you have 


Phe 


ing plenty of contacts who are alert 


tunity answer to this is in hav 
and who will cooperate with you 
One 
veloped such contacts with special 
His 
banks, 


ments, lawvers, lenders, and similat 


successtul operator has cde 


ized) groups oflice regularly 


circularizes trust depart 
organizations or individuals, point 
ing out how his office can cooperate 
with them in’ estate liquidation 
finding buyers, and in other 
make his services available 

Manv of the re 
feel that 
been a major factor in creating the 
difficult Peopl 


who own Investment property have 


Ways 
to them 
firms, ol 
rent controls have 


] 


alty 
COUTSC, 


present situation 


small mortgages, are under no great 


pressure to sell, and also cannot of 
ler anything especially attractive as 
in investment with limited income 
At the 
who might 


house ind 


being what it Is same time, 


peopl want to sell a 
move into a smaller space 
in an apartment can find little or 
nothing they can move the 


of all this, real men are 


into. In 


bac estat 
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+ Convince owners that exclusives make their interests and yours the same 


e Tell owners that you will have several prospects ready immediately 


e Explain that buyers are convinced of a broker’s authority to act 


e Show how a third party can obtain better terms than the owner 


finding it more necessary than ever 
for an cx 
clusive listing to the prospects they 
find. 


to make a good “pitch 


From the comments of the men 
in the field today a number of perti 
nent the 


best listings 


facts appeat relative to 
methods of getting 
Personal whil 


costly, is far and away the 


solicitation, more 
most re 
sultful in finding places for sal 
and getting the In making 
the pitch for an exclusive, 
types of sales “arguments” or points 


listing 
certain 
are most eflective 

1) Show the owner how an exclu 
makes his interest and your in 
terest in the transaction the 
Certainly you want to make a 
An attorney would charge 
him a fee for 
\n appraiser would charge him a 


SIV¢ 
Salli 
com 
mussion 
drawing a contract 
fee for giving him a thorough ap 
\s a professional im yout 
held you earn your commission, you 
don't take it from the “price 
of the property in the deal. As a 
professional you create the addi 
tional values which make it possible 
for take a 


sion as much 


praisal 


away 


ollice to 
He wants 
get for his property 


youl COMLILIS 
as he can 
your in 
terest and his are identical in sols 
ing that problem tor him 

2) The 
served by putting you under mor 
sell the 
giving vou a great 
lor 
He certainly realizes that no broker 
can afford to spend much to adver 


seller's selfish interest is 


direct) responsibility to 
property and by 
reward 


er certainty ol etlorts 


tise a property which is listed with 
all his competitors, and that they, 
in turn, feel the 
Ihe 


sive, 


same way about it 
result is that without an exclu 
the property gets neglect by 
including the 


}) A substantial part of your tim 


CVCTVONE ownel 
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ana money and efforts are devoted 
to building up lists of prospective 
buyers, keeping track of their needs 
and financial abilities, so that fre 
quently you will have several pos 
sible buyers available immediately. 
Point out that time is the essence of 
selling property and getting full 
value from it, and that the longet 
a sale is delayed in the search for a 
buver the more the 
ing . . . Josing at least the interest 
on his money for that period. An 
exclusive gives you an incentive to 
work fast... for him. 

1) Most peopl only buy or sell 
a piece of property once. or twice in 
their lives. You 
transaction a day and handling ten 
or fifteen others concurrently. Talk 
to him a bit about title, filing, liens, 
financing, insurance, 
tax abatement, zoning regulations, 
market conditions. Make him real 
ize that as a private individual he 
is not really competent to close a 
transaction and look out for his 
own interests to the best advantage 
\s a professio ial, vou can do this 
for him. 

5) As a third party to a transac 
tion, and as an experienced pro 
fessional 
better 
can for 


owner is los 


may be closing a 


assessments, 


negotiator, get 
terms for the buyer than he 
himself. This skill saves his 
time and him the 
values in the property. An exclu 
sive puts you in postition to consult 


you can 


conserves tor 


other brokers about possible buvers 
without endangering your commis 
sion, gives you an Opportunity to 
place at his disposal expert advice 
as to ways and means of increasing 
the sale value of the property 

6) An exclusive listing gives the 
property not only more intelligent 
attention, but 
Property listed promiscuously ts fre 
quently cheapened in the market 
while with an exclusive the proper 
ty receives 


more attention 


analysis 
the 


more caretul 


both as to its sale and as to 
needs of the prosp ctive buyer 
7) Above all, an pre 


vents any possibility of misunder 


CXCLUSIVE 


standing between seller and agent 
that the 
broker has proper authority to act 
for the 
of record those pertinent factors in 
the deal 
ire the 
and disagreement 


It convinces the buver 


owner, and makes a matter 


which in many instances 


source of misunderstanding 

Listings in the broker's offices are 
his stock in trade, the 
on his shelves. Old, out-dated, dusty 
merchandise from the 
shelf. Listings that are not kept up 


merchandise 
moves slow]! 


to date, on which information ts 


scant, or on which an exclusive is 


lacking are soon discarded 
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Are Your Listing Arguments Shop-Worn? 
Part II 


By HARRIS N. KROLL, President 
Harris N. Kroll Company 


Objection: “I won't sell my hous 
now and pay a fancy rental for a 
new apartment I'm better off 
here 


Answer: “I'll reply to that with 
a brief analysis of an actual proper 
tv that I believe to be fairly typical 
on its class 


The property: 
Location: 1234 
Anywhere, | 
I ype: Residence 

hall 
Age: 20 years 
Condition 
tenance 
1919 market value 


Based on $20,000, here 
cost the 


West End Stre 


\ 
s 


\ 


bedroom, 2-batl 


center brick colonial 


Better than average (main 


inside and out 


S20.000 (conservative 


is what it 


owner pet month to live 
in this hous 
Per 
Month 
Interest on investment $ 66.50 
laxes Is 
Insurance 1. 
Fuel 


Water $40 per year 
Electricity 


oil at $180 per year 


S50 per veat 

Gas ($35 per year 

Normal maintenance 
repairs 


decorating 
replacements at | 
veal 16 


$131 
Add to this depreciation and ob 
allow 


solescence (actual but not 


able on residential property for 


income tax purpose. 2 yearly 


on original STO.000 cost lO 


$148.10 

In round numbers it costs the 
owner of 1234 West End Street 
$150 a month to live there 
the same rent he might pay for 

a new apartment for 
So this owner 


about 
a short time 
is really no better 
ff not selling his residence 
He has nothing to look forward to 
but a substantial capital loss if he 
waits to sell 

Much better that this owner 
enjoy the best of living for the next 
renter. And then 
house or another 


now 


several ve ars, aS a 
buy back the same 
like it for 


the time his almost-new apartment 


thousands less ibout 
rent has dropped far below today’s 
rental. Doing it this way, he 
have his $150 per month rent fre 

ind perhaps a substantial profit 


hay 


besides. 
Doesn't it 
sell your 


make 


now 


good scTrise to 


house 


Objection: “If you say the market 


is falling, how do you explain the 
1950 


Jor RNAI Jum 


recent sales of large 
Don't 
the score?” 


many propel 


these big buvers know 


Lies: 4 

Answer: Did it ever occur to vou 
that everv big buver is matched by 
an equally big seller who thinks it 
wise to get out from under now? 
Big buver big seller 

History tells us that in both the 
stock market and the real 
market, the public (both bie fish 
and 


They 


long 


estat 


usually 
late 


small fry) is wrone 


come too 
It's 


parently the public never learns 


and stay too 


a long sad story, but ip 
For example, consider the 
record of the New 


1925 to 


con 
York 
skyscrapers 1945 
Fightv percent were built near th 
end of the 
completed only to face 30%, to 50% 


struction 
from 
boom and many were 
vacancies and certain bankrupte 
within their first two years 
Contrast this with the operations 
of the Rockefeller Phe 
bothered to attention to the 
real estate cvcle. Rockefeller Center 
bottom of the cde 
10's when the 


interests 


pay 


was built at the 
pression construction 
dollar counted 
Objection: “I think the market is 
still going up because the bungalow 
across the street sold for $10,000 in 
1916 and just resold last week for 
$10,500 

Answer: It is 
that the actual value or purchasing 


generally agreed 
powell of the dollar has dropped at 
1946 when 
$10,000 


least 25 since that 


bungalow brought 

Therefore 
this decline in the purchasing pow 
er of the dollar 
should have brought at least 
500. You tell me that it brought 
§10.500 $13-$814,000 


just to keep ¢ ven with 


that bungalow 
S$1v 
onl not the 
o show an actual 


Plainly, the 


ibout twenty percent in valu 


necessa4ry rise in 


price house dropped 


Or let's consider an 
toda‘ 


ictual drop 
Let's 
prope TLICS 


in market price col 


sider some less desirable 


old frame houses, for exampl 
In the scarcity market of 1946, the 
sold readily for Loday 
it is hard to uct prospects to look 
it them and the few that actual 
ly do sell ind then 


prices from 20°, to 535° 


fancy price s 


now sel] it 


under 


what thes might have brought in 


1946 





OPPICIAL ENTRY BLANK 4 a a “go 
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Promotion Tie-Ins 


om 
heen--- 


\ 
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mc = Sell a Subdivision 


n New 


When you get your local newspaper to spotlight your subdivision 
with reams of publicity, you can be sure sales will come easily. 
In Cincinnati, a realtor-builder and a manufacturer combined 
forces to get happy results. Although opening of the subdivision’s 


model home won't be until August, success is already assured 


WinThe alk 


\s all-out publicity campaign, — air conditioning division of Servel, 
each newspaper story planned Inc The joint sponsorship was al 
weeks in advance and Stressing suc h ranged by re pre sentatives of Servel 
ittention - getters as a “Name-a and Cincinnati utility companies 
Home” contest, all-vear-round ai who were interested in having a 
conditioning, and an “activity vear-round gas air conditioned 
room,” is stirring up widespread in home featured in a fashionable sec 
terest amone Cincinnatians in the tion of Cincinnati These repre 
new Meadow Ridge subdivision of — sentatives approached Mr. Wachen 
Amberley Village dorf, well-known as the realtor 

Phe entire campaign of the sub builder of hundreds of fine homes 
division, the latest project of Real and a million dollar shopping cen 
tor Builder Robert Hl. Wachendort, ter in Roselawn, to put such a sys 
points up how builders frequent tem in his new homes in Meadow 
can get manufacturers and news Ridge Mr. Wachendor{t agreed, 


papers to help promote new pro] ind representatives of the sponsors 


ects of homes met to plan the’ promotion cam 
Kick-off for the sale of 200 homes paign 

in the subdivision will be a demon They decided to “spot” articles 
stration house to be opened August in the Times-Star throughout a 
“6. Preview showing will be given four or five month period before 

by printed invitation to builders the opening of the model hom« 

ichitects, bankers, citv officials, Phe first article appeared on March 

mad 25 select prospects two days 9 accompanied by a picture of th 
Newspaper stories were planned weeks in’ | yo, the official opening. Mor men planning the home under the 
than one hundred thousand people caption “To Build Year Round \n 
ire expected to attend the demon Conditioned Home.” Other articles 


advance of publication and were “spotted 


ut weekly intervals to create and maintain 

stration during the 60° days the were planned to follow at weekly 

interest. Articles described features of the 

is open for inspection intervals: a rendering of the model 
4 


Meadow Ridge model home, explained a sin 
no 


home is being spon home and a brief explanation of 
home naming contest, kept ceaders up-to 1 jointly by Mr. Wachendort, its features; picture of those present 


date on progress in’ the sub-division imcmnatt Pimes-Star, and the ut the ground-breaking ceremonies 
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of the first home in Meadow Ridge; 
announcement of the “Name-a 
Home” contest; follow-up stories 
on the and more lengthy 
descriptions of such features as the 
activity room 


contest 


It was decided to give prizes to 
those submitting the best name for 
the model home. The contest open 
ed April 24 with frequent news 
paper stories carrying the contest 
rules, entry blank, description of 
the prizes a Servel gas retrigera 
tor, Universal gas range, Sunbeam 
mixmaster. Hundreds of entries 
been submitted and the 
test closes June 16. 

\nother article, this one on April 
24, carried a floor plan of the three 
bedroom model home, emphasized 
such features as two upstairs bath 
rooms, a downstairs powder room, 
a terrace and barbecue grill off the 
“activity 

One article was confined to details 
of the activity room, a 22’ x 134” 
area with birch paneled walls and 
ceiling and a marbelized rubbet 
tile floor. The room, designed for 
family and informal entertain 
ment, has a 11-foot Thermopane 
picture window at end, 
lined by a series of low planting 
The Times-Star said, “Ac 
cessibility to the kitchen makes the 
room especially adaptable for large 
dinner entertainment At vari 
times it could called 
room, solarium, 
rathskeller 
noted that such 
an arrangement might well be the 
forerunner to returning the living 
room to the ‘parlor’ state of days 
gone by 


have con 


room.” 


use 
one 


out 


box = 


well be 
the 
card room, den on 


ous 
the 
the 


television 


Observers have 


for formal entertaining 
or brief reception purposes.” 

Each article emphasizes that the 
will be air conditioned to 
provide “fresh invigorating air in 
the summer, and clean, even, stim 
ulating warmth in the winter; de 
humidification in the summer; hu 
midification in the winter; freedom 
dust, dirt, pollen 
throughout the vear, and dralt-free 
equalized air flow 

Other articles 
tervals, are 
model hom 


home 


from soot, 


all at weekly in 
planned until — the 
announcement 
June 19; an 
nouncement of winners, June 26 
photo of home in- construction 
stage, July 7; photo of subdivision 
activity and new street work, July 
14: home builders 
spect air conditioning installation, 
July 21 


orators to 


ope ns 


ol contest judge Ss, 


invitation to in 


committee on interior dec 
suggest Various treat 
ments, August 11; citv garden clubs’ 
inspection of landscaping; official 
opening, August 26 
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In addition to newspaper pub 
licity, the subdivision 
home are being promoted through 
advertising by manufacturers and 
suppliers of building products and 
equipment, Mr. Wachendort’s own 
advertising, circulars describing the 


and mod | 


new homes to 500 prospective buy 
Mr. Wachendort Not 
all these 500 prospects want homes 


crs. Sas, 
of this stvle or in this price range 
but we send the circulars to keep 
them up-to-date on what is being 
mace 

All of the 200 homes to be 
in Meadow Ridge will be 
The Wachendort organiza 
tion will build the first 10 or 12 to 
“set the then other builders 
will complete homes in the subdivi 


available 


built 
built for 


sale 
pace * 


restrictions 
Wachendort 


set 


sion, following the 


Mi 


down by 


The million dollar 


Roselawn shopping center 


homes will be colonial styl 

Several outstanding features will 
the The 
adjoin dining 
ACtIVILY and 


homes 
the 


be included in 
kitchen will 
and 
be floored in Armstrong marbelized 
tile Wall the 
kitchen not occupied by cabinets 
will be tiled. General Electrix 
inets with Formica tops will be in 
stalled and a General Electric dish 
washer 


room room will 


rubber spaces in 


‘4 ib 


and garbage disposal unit 
the price \ 
cushions d 
table will 
breakfast 


accordion 


included in 

leather 
small 
sceTve as a snack bar o1 
table \ Modernfold 
type door will separatt the kitchen 


will be 
semicircular 
round 


bench and 


Both bathrooms 
Standard 


Form 1 


and dining room 
will be tiled and will have 
Sanitary colored fixtures 


toppe d vanitorics 


built, owned, and managed by Mr 


Wachendorf, houses 20 stores, 72 offices. Each year he helps tenants with a picnic for 


residents of Roselawn. During dedication, he named food in restaurant after contractors 


A hirs p 
milena 


Robert Wachendorf has built from 1,200 to 1,500 homes and about 400 three 


— 


family apartments in Roselawn, Bond Hill. Promotion-minded, he helps sponsor a week 


ly newspaper in Roselawn, even wraps a house in cellophane as a Christmas sales idea 
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New Refrigerators Have... 


e Flatter Surfaces 
© More Storage Space 
@ Smaller Cabinets 


W HEN you go to buy new refrigerators for those 
/ houses you are building for sale or for rent, o1 
for that apartment modernization project, you won't 
be startled by any revolutionary improvements in new 
models, but you'll find a number of space-saving re 
finements that are certain to MMpress prospects 

Designers and engineers are continuing the search 
for more interior storage space without increasing 
overall size of cabinet and without destroying acces 
sibility. 

So tar, they have discovered several ways to increas¢ 
space. One device calls for removal of motors trom 
base, top-to-bottom door design made necessary by 
complete utilization of cabinet interior. Or rather 
than remove the motor from the base, some manu 
lacturers have placed it in the back-half of the box, 
leaving additional storage space in front. “Top-to-bot 








tom doors are also used on these types 

Another method is complete re-engineering of 
motors for mounting on the outside-back of the ap 
plrance Also, manufacturers are using flat-surlace 
designs to create space by allowing refrigerators to fit CROSLEY ADMIRAL 
under wall cabinets. Several models have been de 
signed to correspond to kitchen counter height Crosley Shelvador Model UMB-7. Admiral Apartment Special Model 

Specifically a cold-making unit only 10 inches in Capacity, 75 cubic feet. Height, 55 710. Capacity, 7.1 cubic feet 
diameter and six inches wide has been developed by inches; Width, 2414 inches 
one manufacturer. The unit weighs only 90 pounds, 
is mounted on the outside-back of the cabinet, pro 
vides almost two cubic feet more space than a conven 
tional motor gives a refrigerator the same overall siz 

One leading manulacturer is continuing to install 
shelves in the extra-wide door of his models for bot 
tles, cegs, or other hard-to-store commodities 

Shelves have even been redesigned. Most manufac 
turers have increased the number of shelves, have im 
proved upon spacing between bars; some have added 
shell-mounting brackets enabling users to place shelves 
is close or as tar apart as desired. Others have put 
certain shelves on hinges allowing them to swing out 
of the wav for easy bottle removal 

Freezers have been placed closely against undersid 





ot shelves, or attached to the side of the cabinet, o1 
developed into a lee plreeze compartment to get maxi 
mum space and efliciency of operation 





Overall height and width measurements have short 
ened, Average model is about five feet tall and about 
two feet wide. Models are now a littl deeper 





I ypical sales comments call attention to one piece, 
sheet steel, wrap-around COMSEPUCLTION, Tust-resistance KELVINATOR GIBSON 
easy-to-clean, baked-on enamel finishes; variable 


arge-capi erm : al . 7 — 
shelves; large-capacity freezers; hermetically sealed Kelvinator Model RC. Capacity, 6.1 Gibson Model 720. Net Capacity, 7.06 
cubic feet. Height, 55 inches; Width, cubic feet. Height, 5848 inches; 
control; casy-opening, self-closing doors 24 inches Width, 241% inches 


motors and refrigerant units; wide-range temperature 
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More and more home builders are including kitchen and laundry appliances in homes they build for 
sale, and of course a great percentage of rental properties are furnished with equipment. Home 
builders and property managers are necessarily concerned with the selection and purchase of this 
equipment. One major and essential item is the refrigerator. Journal editors have asked manvu- 


facturers to furnish photos and data on typical new models of small-home, apartment refrigerators 


Manufacturers’ Models for Apartment and Small Home Use 











PHILCO FRIGIDAIRE DEEPFREEZI HOTPOINT 


Deepfreeze Deluxe Model W-49. Net Hotpoint Standard Four Model BA44. 
Capacity, 8.51 cubic feet. Height, 61), Volume, 4.0 cubic feet. Height, 4444 
inches: Width, 18% inche@ 


Philco Model 703. Capacity, 7.2 cubic Frigidaire Apartment Model AM-60. 
feet. Height, 57% inches; Width, Capacity, 6 cubic feet. Height, 517% 


25 inches inches; Width, 285% inches inches; Width, 3054 inches 


aa, 














GENERAL ELECTRIC SERVEI WESTINGHOUSE SANITARY 


Westinghouse Model SA4. Net Stor Sanitary Refrigerator Company “Lo 
Space, 6.08 cubic feet. Height, Boy”. Capacity, 5 cubic feet. Height, 
inches; Width, 24 inches M4 inches; Width, 24 inches 


Model NC-6G. Net Servel Model BN-600A. Capacity, 6.1 
Height, 53 inches; cubic feet. Height, 54% _ inches; age 
Width, 28% inches 5314 


General Electric 
Cubic Feet, 6.0. 
Width, 24 inches 
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© Homes Our Readers Are Building 


ein Cleveland 


Jabs Be Om ue 


Mo recent innovation of The Each unit is so designed that a approximately 500° square — feet 
| Housemart, Inc. and Benton = garage can be added and exterior Overall dimensions of the proposed 


Letton, president, are prelabricat details changed or expanded upon, — structure are 1624ox48. Around 
d, privately-entered, terrace - type varying the cost from unit to unit) cach private entrance will be a 

rental units as much as $1,000. But from an large, landscaped, semi- private 
Designed trom the same basic overall standpoint, the basic unit — yard 

floor plan as the Housemart Con can be rented for as little 


as $50 Materials tor all four projects 
vertible Home, the company’s pre 


Phe company has four apartment — will come from Mr. Lefton’s unique 
fabricated structure, the rental projects, aggregating 1,000 units, Housemart, a retail 
units are combinations of varied about to start in the Cleveland area 
elevations having private entrances 


building ma 
terial supply house doing over-the 
Rentals will be upward of $50 per 
rather than one central hall entry month 
lor four or more Lamilies Floor 


counter business to home owners as 
well as supplying operative build 
area of cach unit will be ers interested in prefabs 


—D—)—- 4] 
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ein Daytona Beach The developers and builders, All of them feature complete land 


Wendell Broadhurst and Charles 


scaping 
Nussbaum, install a Servel gas re 


Forest Park is the predecessor of 
a 50-home project started by Mi 
nv gas range, Ruud hot water heat Broadhurst and Mr. Nussbaum on 
cr in the kitchen-utility rooms of — the peninsula side of Daytona 
their homes Beach. These homes will boast the 

Other sales attractors are all built-ins that the 
INASOHTSY CONSEFUCTION OFF a CONnCTCLE 


lrigerator, Florence Stove Compa 


builders have 
found most popular and packaged 


slab, Mevers aluminum = casement kitchen appliances 


windows, Crane and Kohler bath 
room fixtures, Johns-Manville in 


sulating lath. 
Built on lots averaging 65x125 V9. ; 


feet, the houses have approximately 
B' ILT-INS numerous cabi 720 square feet of floor area laid 
nets, asmack bar, wardrobes 


Out im two bedrooms, living room 
ind kitchen appliances packaged in’ kitchen-utility room, bath. Overall 


dimensions are 30x24 feet 


aca 


p 
with the monthly mortgage retiring 


payments help sell homes in Forest Lwo bedroom models are priced 
Park subdivision, Davtona Beach, at $6,250, and several three bed 
Florida ! lel 1.7 


wOTTE THWOICIS are priced at Ss./D0 
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@in Washington, D.C. 


KITCHEN 


118'.8s LIVING ROOM 
_ 110%206-— 
DINING ROOM By + 
12'11°x12'0" — 


| EMONSERATION houses at 
high-powered sales ammuni 
tion for Frank Calcara, builder of 
25 homes per vear in the suburbs 
ol Washington, D.¢ 
Currently, his project. of 
storv homes in Cheverly, Marvland 
is attracting scores of people every 
week. Ee 


model 


two 


furnished 
to point up the fea 
tures of construction that salesmen 
indicate. In the kitchen, Presteling 


Maimtams a 
hous« 





BATH T T ] 
7055" BEDROOM 


10°6%10°0° 
BEDROOM 
108152" 


BEDROOM 
140°. 106" 


stoves and relrigerators, metal cabi 
floor 
dish-washet 
spotlighted 
Monthly payments on these homes 
including the 
Sob 

In the Kyro fire 
place is featured, while upstairs, a 


nets, plastic cove base mould 


Kaiser hydraulic 


and disposal unit are 


appliances, Start il 
living room, a 


built-in, combination chest and up 


holstered seat with a recessed tele 


phone stand adds distinction 





ein Chicago 


YOMPLE TED at a cost ol 
A S1AO0,000 by 
tion Company, 


ibout 
Construc 
Nine 
\partments, a 
apartment build 
national 


Rush 
Chicago, the 

Laflin 
rental 


has gained 


Thousand 
five-story 
inv, recogni 
tion for construction excellence 


I he 


Ie droom 


building contains two 


units having four 


SOU 


sepa 
square feet 
Rentals range from $131 to $156 a 
month 

Occupying a lot 
feet by 


rate layouts of 


measuring 150 
125 feet, the building shel 
ters approximately 30,000 
leet 


square 


Overall dimensions are 143x42 








"sate | 











dean 
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All of the 
sodded 


along the front elevation 


Cheverly 


shrubs are 


homes are 


and planted 


An unusual design element adds 


area to the dining without 


changing the 


floor 


room 
first 
shed typ 


basic ind second 


I he 
measuring 2Vox 12 feet creates a bay 
etlect Lotal 
thousand 


plans oltset 


r| 
window floor area is 
square feet 
either an ittached 


about 
Mlodels 


Cie 
have 


or < sick porch 


tect. Only 30°, of the land area is 


utilized, leaving ample space for 


landscaping and off-street parking 


hot-water, oil-fired heat 
is installed in th 
blexicore 


slabs 


Radiant 
coiling panels of 
hollow concrel 
This makes all 


walls and floor spac usable 


pre cast 
installation 
Furni 
placed without tear of 
blocking heat outlets 


ture may be 
Fach unit has 
Minneapolis - Honeywell personal 
ived heat control cnabling each 
tenant to maintain the temperature 


he cde sires 


I welve-loot-wide Ceco Steel pie 


ture windows highlight the combi 


nation living-dining room. Thomas 
Moulding asphalt til 
is i back 
colored Martin-Senour paints used 


\che qu ilk 


clothing storage space ts provided 


floors serve 


round tor the attractivels 


on walls and ceilings 
in two iru 
Woodall 
ine doors 
All-clectri kitchens are 
ped with Hlotpount relrigerators 
and ranges, Y 
sink ( 
used in the 


wardrolb« 5 CCqPUTp pre a 


with floor-to-ceiling slid 


equip 
teel cabi 


oOunestown 


nets and rane fixtures are 


where win 


lect 


bathrooms 


dows ix! cet, installed five 


olf the too 


ind ¢ 


permit use ol cleal 


vlass lumimate use of window 
shades 
Laundry facilities for tenants are 


Norge cel Hamil 


fon automatic gas dryers provided 


ctric washers and 


on the lower level of the reintorced 


brick 


building 





By E. H. GUEST, President 


Nuroco Woodwork 


} W thines destroy the appearance and charactet 


ol a building so quickly as do mis-use and poor 


mamtenance of its woodwork 


Window and door trim heavy with too many paint 


coats, floors splintered and stained, sills rotted and 


paint-pecled doors and drawers finget 


marked 


peated carelessness with wet floor mops, are all 


wainscoting 


and scratched, baseboards stained from. re 


too 
maine 
woodwork 


common evidences of how inadequate nance 


usctulness ol 


these can be casily 


can impair the be ind 
Needless to say 

Woodwork 
work 


correctly 


uit 
avoided 
Wood 


should be 


longevity involves three thines 


should be proper desiened It 
should be 


installed. It and 
it two of these 


detail 


carelully used 


maintained. Let us look in more 


Proper Design 


Woodwork 


lon Kamp tw 


should be tunctional. It is short-sighted 


install intricately modeled trim in a 


building subject to frequent re 


he 


woodwork will eve 


parting as are 


rented structures beading and other thin 


4 | 
moltdimes of such 


Thiet 
: : 
ntually fill with 
Loo 

| 


broken or crushed by 


part, destroving the crispness of their prokil 
| 


| 


Ch ill tend to be more ea 


ruides t Oper rot wood 


tween the 


rooTHS 


| Ay 


HOW TO CARE FOR WOODWORK 


wear unevenly, look badly, hamper the installation of 
most flooring materials 
Don’t use wood baseboards next to a floor that is 
constantly wet-mopped; use impervious cove moldings 
Confine larger, bolder trim to larger, more impor 
tant rooms, principal entrances, or wherever you want 
to create an impression of style, beauty and dignity 
Scale down and simplify trim in utility rooms, corri 
dors, minor rooms 
moldings and other flat su 


Minimize horizontal 


faces they collect dust 
Avoid use of projecting moldings or paneling on 
Substitute coffers for pro 


jecting panels, incised moldings, flush plywood sur 


lower walls of trathte paths 


faces. Add a bold, projecting and durable bas« 

Use chair rails only to protect delicate wall surfaces 
avoid their use whenever possible. In addition to cut 
ting apparent ceiling height, they cannot be sized to 
serve the varving heights and styles of modern chairs 
Remember that intricately turned 
columns and deep carving call for constant housekcep 
ing. Use them only when thei 
ranted by appearances. Plate rails, picture moldings 


balusters, newels, 


mamtenance is wal 
door and window cornices, fancy mantels are also dirt 
collectors 

Avoid future squeaky floors by specifying correctly 
sclected and cured lumber, and proper nailing. Noisy 
stairs can be avoided if treads are of correct size and 
thickness and under-construction is sound 

Use shop-fabricated woodwork wheneve1 possibli 
Shop-built woodwork is stronger, better joined, better 
engineered. Hence, looks better, lasts longer, needs 
less upkeep 

Treat all exterior 
tives or back- and prime-painting to inhibit decay and 


woodwork with wood preserva 


rot. Flash all horizontal surfaces exposed to rain ot 
run-off; add termite protection to all wood members in 
contact with masonry on the ground. Eliminate all 
pockets, ledges, open joints that might collect mois 
Add drip courses or moldings, pitch all flat 


surfaces, provide ventilated cavities under wood col 


ture 


umns oO} ground, or on masonry 


posts resting on the 
in contact with the ground 
Make 


supported not 


door sills are firmly 
Awning 


(Consider 


sure all window and 
flimisily 


dows olfer best protection against 


shimmed type win 


rain too 
the use of deep, overhanging eaves 

\void the use of storm sash that must be periodicalh 
kor 
use combination screen and storm sash 
of double 


weather-sealing 
that are 
insulating 


removed, stored and repainted 
“ lf 


storing. (In some cases, the use 


glass panels is warranted) 
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For 


cabinets, use unbroken plywood surfaces for 
easiest 


maintenance. Use one-piece cabinet doors in 
preference to rail, style and panel construction. 

Remember, glass cabinet doors, adjustable shelves, 
drawers and trays are more subject to abuse than fixed 
members. Box latches are more subject to damagi 
than are simple, cheaper friction clips. 


On almost all woodwork, transparent finishes in the 
blonde ranges are superior to painting: they look 
better, commend more respect (perhaps because they 
resemble fine furniture), can be 
show dirt less 


renewed more easily, 


Correct Fabrication and Installation is the second 
requisite to long-lasting woodwork. More woodwork 
obsolesces, is damaged, or its utility impaired because 
of poor manufacture than from any other cause. No 
matter how complete working drawings and specifica 
tions may be, they are no guarantees that the buyer 
will get good woodwork. Much of the quality of wood 
work is in-built and not discernible to the untrained 
eve. To assure ectting good woodwork, it is essential 
that it be obtained only from a reliable woodworker 
The best of woodwork, however, may be damaged bx 
yond help if it is improperly cared for prior to in 
Woodwork can be considered to be the 
a building. It must be meticulously fab 
ricated and finished to set off both interior and ex 
terior 


stallation 
jowe Irv ol 


Unless a few, commonsense rules ar¢ applied 
to its handling, and installation on the job, 
much of the money spent for quality and long-lived 
workabilitv will have Here are 
rules 


Storage 


been wasted major 


woodwork Trim, mold 
all have 


They 
dumped olf trucks, piled near traffic, 


1) Protect from bruising 
ings, pancling, doors, windows 
easily 


delicate 
should not be 


or kept where 


marred edges and faces 


thev might be splashed with mortar, plaster or paint 


Best practice is to delay installation until most trades 
have left the building. After installation, protect ex 
posed laces and edges with CcOVCT boards, especially 
door frames subject to heavy trathic 

2) Store it with Most interior woodwork is 
composed of kiln-dricd lumber with about 6°% 
ture After storage in a 
damp location, such woodwork may show an alarming 


care 
mois 
content only a few hours 
moisture absorption that may cause raised grain, un 
The storing 
of woodwork against outer walls, or in direct contact 


equal swelling or distortion of its parts 


with masonry floors, or floors over unexcavated places 
should be avoided. All woodwork should be “hung’ 
in air, and continuously supported to prevent sagging, 
warping oO} Typical damp locations that 
must be watched are open sheds, basements or un 


crushing 


ventilated rooms or buildings in swampy locations 
Best place to store woodwork is in an enclosed, well 
dried-out building 
work 


best storage procedure is to sul 


round stored with air of an even temperature 


and dryness 
>) Take 


too often neglected 


Prime 
it adds considerably 


time to prime paint it painting Is 

Yet to the 
useful life and good ippearance of woodwork, whether 
used indoors or not. All backs and unseen portions of 
woodwork should be 


installed 


given prime coats before being 
\ good moisture-resistant paint should be 
used, as its chief function is to retard unequal absorp 
tion of moisture by exposed and hidden wood faces 
that might result in cupping, warping or twisting 
Best practice is to apply enough paint to hidden sides 
moisture 


to equal the resistance 


Although one 


of « x posed areas 


coat of a good grade aluminum or oil 
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paint usually suffices, two coats are sometimes used, 
depending on the degree of exposure 

1) Delay installation of woodwork in build 
Relative humidities of about 90% not un 
common in new buildings, especially building con 
taining considerable built-in water in plaster and con 
crete. Since moisture of woodwork and the air around 
it tend to correspond, woodwork exposed to such 
high humidities may be seriously damaged. In many 
cases, the damage through cracking, checking and even 
rupture of the glued joints is almost beyond repair. It 
is understandable, 
and other parts fitted on the job under such conditions 
of high humidity will eventually 
and ill-fitting to function properly 


“wel 


ings. are 


too, that doors, windows, drawers 


be come too loos 


Up until the time that the heating system is in 
stalled, new buildings are best dried out by ventila 
tion. A combination of heat and air drying can then 
Avoid shutting off this heat or air from any 
part of the building, particularly closets and small 
interior When doors are hung on such rooms, 
they should be blocked open to allow air to circulate 
freelv. If left closed, they will help contain a high 
interior humidity that will not only damage the door 
and trim and flooring, but slow up the drying out of 
the entire building. Doors left 
conditions frequently warp out ol alignment, fail to 
close properly, fail even to hold final paint coats 


be used. 


rooms 


closed under such 


5) Watch out for careless workmanship. Improper 
handling and storing ol woodwork, however, are not 
which the 
be irreparably damaged on the job not to be over 


the only means by best of woodwork can 
looked are shoddy and unskilled workmanship on the 
There are 


ter can damage 


job many ways in which an inept carpen 
woodwork Here 


are some major check points 


when installing it 


matched and butted 
Verticals should be 
out for out-ol-plumb window 
trouble All 


scribed to 


All joints should be 
( heck corners, splices 
plumb. Keep an eve 
and thev ll 
should be 


tightly 
pr cing 
lrames future 


doo caus 


carefully abutting 
Look lor 
Staining 


marks, 


woodwork 
walls and 
splitting. checking, 


construction signs of warping, 


signs ol careless tools 


hammer and chisel broken edges, splintered 


preces 


If plywood 1S used, look especially for edgt treat 
Unskillful sawing o* 
Check for 
loosening ol 
they should be 
Phe 
run the 
should be 
free 
final finish 


ments at corners and on doors 
planing will leave 


blistering 


jagec d, rough ( d ICS 


signs of SpOoNnginess, plies 
securely 
final test 
flat of the 


satiny 


Observe hinges and hardware 
mounted, of good quality and weight 
ol good woodwork is the h ind test 
smooth 


hills 


hand across the surface. It 


(the result of fine sandpapering of hollows 


poe ks 


ready, in short, for the 


Here are pointers to follow in the maintenance 
and installation of woodwork. Builders and prop- 
erty managers will want to add this article and 
the one following next month to their ‘Useful 
ideas” file, for the author tells where to use base- 
boards, chair rails, plywood paneling, how to 
prime-paint woodwork, when to install finish 


work in new structures, how to check quality 
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By BERT V. TORNBORGH, CPA 


APARTMENT HOUSE OWN.- 
er sold the property, claimed loss 
on the sale 


gave rise to net operat 


ing loss that could be carried over 


against income of later tax years 
Court said ‘no,’ the 


tributable to he 


loss was not at 
track ol business, 


hence no carry-over 


LIVESTOCK DEALER 
land that he 


bec tiie 


HELD 
pasture rented out 
when it unsatisfactory for 
Court ruled this meant 


he ld in 


incl loss on its. sale 


Pasture tise 


it was trade or business 
was ordinary 


loss, fullv deductible 


PAYMENTS BY 
paid 


CHECK = ar 
when the check is delivered 
mind when 


rctually clears 


Ol handed OVCI 
the check 
the bank 
tan vear) 

SOME DEPRECIATION 


rates as published by l ve 
Bulletin F” 


neve! 
through 


which may be in a later 


tisury in 


> , 
Percentage 
Type of Construction 


Good Average Cheap 


HOUSES WERE BUILT 
rental but FHA had wi | 
thes be Lheretore 


Court, they wer hel 


FOR 


sold 


flor sale 4 he 


business 


16 


nary rather 
gain 
IN DOUBTFUL TAX CASES 


under dispute it has long been the 


Hcoe¢ than capital 


accepted rule of the Courts that tax 
mg statutes should be construed in 
favor of the taxpayer believe it 
or not 
REALTY 


sali was 


INSTALLMENT 
and 
Court, in vear_ the 
Disregard 
would not be 


closed gave rise to 


loss, said the 
igrecment was executed 
the fact that title 
veved until 
pavinent had been made 
REAL ESTATE TAXES 
claimed as deduction by taxpayer 
who could not show to the 
that he actually 
proprictary interest in the property 


Deduction denied 


RESIDENTIAL PROPERTY 
was held by taxpaver for rental pur 
ruled 
profit was capital gain. He had also 
sold unimproved r iltv, subdivided 

na said the Court, he 
ived ordinary income. 

DEPRECIATION AND 
MUN Lenance expenses were claimed 
then 


noe, but disallowed by the 


con 


after last installment 


were 


Court's 


satistaction had a 


then sold. Tax court 


} SCS, 


on this real 


by tauxpavers on former rest 


Court 
owner could not show that 
listed lon 


wi turned 


rh Was rent oOo 


Ht DUSiess pul 


CORPORATION EMPLOYEE, 


, } 
Lar Uso PeEceived 


ving quarters. Court held 


rental value was taxable to him 
ensation. A gen 


onal comp 


in like cases is that value 


nonm-taxab only im 
| 


occupied tor con 


NATIONAI 


venience of the 
| 


words 


employe) or, m 
that the nature of the 
job is such as to require use of such 


other 


quarters as in case of hotel manager 
living on the premises 
RESIDENCE PROPERTY WAS 
sold by 
they 
charitable 


taxpayers to a school und 


then sought to deduct, as a 
contribution to the 
of the market 
price Court 
ruled it out, finding that the 
price and the fai market 
were one and the in this case 


BUSINESS TAXPAYER 


payment on a note, guaranteed by 


school the excess 


value over the sales 
sales 
valuc 


Sallie 


made 


its predecessor, and sought to de 
duct such payment as loss or busi 
Court 
a capital outlay 


TAXPAYER 


treasury 


ness expense ruled it be 


WROTIHI 
reque¢ Sting an 


his tax 


TO 
DELDdyae diate 


iudit ol status. Over 18 


months later he was assessed a de 


HClenes \ppellat court held such 


ssessment void, it be ing contrary 
to cod provisions of section 275 


annuls a deficiency as 


IS months after a 


b), which 
sessed more than 
taxpayer has requested prompt as 


sessmcnt 


DEPRECIATION ON GRAIN 
clevator, ruled the Court could be 
taken trom the date it was first used 
disregarding the fact 


for storage, 


il additional 


that date 
TAXPAYER INHERITED 
had earlier 

lots. Court 
rather 


it sore construction 


ork 


went on altel 


been sub 
ruled he 


than 


land that 


divided into 


realized a capital vaill 


ordinary meome on sale of the lots 


since TaN pavers activities could not 


be classified as those of a deale1 


kstAle AND BUILLDI 





By GEORGE F. ANDERSON 


tenant, 
that the 
covers all the premises that the ten 


N drafting a lease for a 
one should be sure leas 
ant expects to enjoy, and not leave 
anvthing to an oral understanding 

Tn the Fuchs vs. Pat 
\ius Co 240 \pp. 
which involved a bowling allev i 
the Chateau Theatre 
800-10 Broadway, the 
“Why 


room lor 


Kar 
187, 


case ol 


ment 


Building, 
tenant said, 
have any 
pins. I have a hundred 
boxes of pins for the diflerent teams 
that bowl he re, 
own pins 
to put 
Con 
St place 


you not vot SLOVE 


and they got thei 
I haven't got any plac 
them the landlord 
on, l will show 
that 
that belongs to you, 
landlord 

pent hous 


said, 
vou the fin 
have ever seen 
and then th 
tenant the 
that 
said, 
there, all the 
euarded with 


vou 


showed — the 
The t 
and the 


nant said, 
is dandy, landlord 


Nobody 


windows are heavils 


can go in 
ron able to 
get into this room except from your 
billiard room.” On the strength of 
that conversation the tenant signed 
the lease, 


and there is nobods 


but the lease did not ce 
scribe the pent house, and soon the 
landlord deprived the tenant of the 
use of the pent hous 

The ‘We do not feel, 
however, that the evidence justifies 
the conclusion that the 
demised by the written 
cluded the pent house. ‘The 
of the written need no ex 
planation. ‘The expression, ‘the cea 
tain room third 
floor of the cannot, by 
any mterpretation, be 
include the pent 
which was on another floor and en 
urely apart trom the 
nated in the lease itself 


iter rules on the reverse sick ol 
a lease are not covenants by the 


landlord, and it is 


court said 


pre THESeS 
lease in 
words 


le as 


situated on the 
building, 
reasonable 


made to house 


space ce Si¥ 


not a construc 
tive eviction for the landlord to p ! 
init tenants to violate rules 

In the case of Woods Theatre vs 
North American Union, 246 App 
921, the rules prohibited the use of 
musical instruments. Many of the 
playing musical in 
struments, and the 
couldn't take it, and moved 

The I hese 
simply restrictions for the 
tion of the tenants 


covenants by the 


tenants wer 


defendant 
court said rules are 

regula 
They are not 


\ landlord 


would hardly covenant that no ten 


le SSOT 


ant should disturb any other tenant 
by whistling, 
other way 


singing, o1 im any 


As a general rule a land 
lord is not responsil le for the con 


NATIONAL Rea Estate anp Buripine 


Is an oral agreement between landlord and tenant binding if the 
conditions of that agreement aren’t described in the lease? Does 
a seller have the right to remove objections to title at the time the 
transaction is closed rather than before? What about the rules on 
the reverse side of a lease .. . are they covenants by the landlord 
governing tenants? Read our legal expert's rendering of the law 


duct of tenants acting within then 
rights in their own premises It the 
lessee ce sire d an ¢ xpre SS stipul ition 
or covenant on the part of the land 
lord touching the conduct of other 
tenants, it should have 
porated in the lease 


been incor 


WISH to turn the Beacon Light 
| deals where the 
to pay oll a 
other lien, out of the proceeds ol 
the purchase price. He 


on. those seller 


intends mortgage O1 
submits to 
Litle 
lien, and if 
is looking for an oppor 
out of the deal, and 
unless the seller Horders 
Form No. 671 of Real Estate Sal 

Contract he will likely flounder on 
a rock This contract provides that 
the seller 
tion at the 


the buyer a Report of show 


ing the mortgage, or 
the buvei 
tunity to get 


h is Us d 


may remove an 


objec 
time of closing 

Phe court emphasized this in the 
Roeth vs. Boehm, 331 App 


from the abstract ol 


case ot 


110. I quote 


JOURNAI June, 1950 


the decision, but the caps are 


Existence ol unpaid mortvage al 


lording vendors priviles ol pre 


payment in full at any did not 


render vendor's tithe reohant 


ible 


ing of contract of sale of reality en 


tinhin 


is matter of lay vithin mean 


titline vendee to rescind « 
| 


mi 


ontract 
have deposit refunded if the 
titi report showed that vendors did 
tithe 
GRANI 


merchantable 
WHERE CONTRACI 
ED VENDORS RIGHT TO RI 
MIOVE OBJECTIONS LO TITLI 
VT TIME OF CLOSING DEAI 


{ h contract was 


thou } 


not hay 


siient as 
that 
tith 


ven 


issuic ol 


mortvave SO) 
fact hether 


reohantable aro upon 
counter-atlidavits 
had 


ol mortgage to pay and 


showing 
made arrangements 
woo prior to Linn 
trial 
not determine on 


losin hich 


court 
could vendees 
motion lor summar's 
i 
ie 


judgme nt for 


mount of ¢ posit 





Torrens Law Simplifies Title Registration 


By Dominick Dunn, M.A.I. 


7 liminate the unnecessary cost The answer is: It can, because it 
and time losses fostered by tithe is being done. It has been done to 
company monopolies during trans- — the tune of more than a billion dol 
fer of title to real estate, the Hlinois lars worth of real estate sales in 
Legislature passed in 1897 the ‘Tor- Cook County, for example 

rens Act, operative only in Cook Here's 


how it works in Cook 
County. 


County: The law provides an own 
Ultimately, the law showed such er the privilege of taking his evi 
great economy that the legislatures dence of title to the Torrens Regis 
of some 21 states and territories —trar’s office and applying for regis 
have since passed the ‘Torrens Act tration. The cost is $32.00) plus 
This is the question it asks and 51.00 per thousand of value of the 
settles: “If you can sell a ship worth — t* al estate for the indemnity fund. 
a million dollars, or an automobil« Registration usually requires about 
worth $2,000, without tracing title three months. 
back to the first owner, why can't Law process is: the Circuit Court 
real estate be sold the same way? advertises to the public that, on a 


They're still dry 
after eight years 
Because smart planning included the THORO System for 


protecting these housing projects, they are today, sound 
and dry. 





if the basement room is Thorosealed. 


Thaw An extra room in every home, — 
spon 











37 YEARS OF TRIALS, 
TESTS AND CHANGES 
TO REACH PERFECTION 


Today, we supply to the 
construction industry pro 
ducts of such merit and 
efficiency as have become 
generally recognized as 
being ideal for the function 
for which they were origin 
ally des gned 


WATERPLUGQ oc | 
THOROSEAL( woc82. | 
QUICKSEAL 





Standard Dry Wall Products 


Box X, NEW EAGLE, PENNA. 


June, 1950 NATIONAI 


certain date, the Court will review 
the title to property All those that 
have any interest in the title have 
the privilege of appearing in Court 
and making their claim. If you own 
a parcel of real estate and your title 
is good, the title is then registered 
under the Torrens Law. 

On that date, the Court orders, 
and the order becomes law, that 
tithe shall be registered in’ your 
name. All events of the past (if no 
counter claims are presented) are 
hereafter declared null and void 
\ book in the Registrar's offic 
must provide a page registering 
your property. If you place a mort 
eage on the property, it 1s registel 
ed on that page. If you divorce yout 
wile, a record of the proceedings 1S 
recorded on that page. 

Why register under Torrens? Be 
cause when once registered two im 
portant advantages are possessed 
First, the current state of title is an 
open book. Second, the cost ol 
transter is $5.00. it doesn’t make 
any difference whether the property 
is worth $5,000 or $5,000,000 
the cost and the time are the same 

Other advantages are: judgments 
and liens have no eflect unless 
transcripts are filed with and re 
corded by the Registrar. For lend 
ing agencies, foreclosures are great 
ly simplified and greatly reduced in 
cost; all future transfers of title can 
be consummated with a minimum 
time and cost element 

Phe Registrar will not accept an 
improperly drawn deed. Forgery is 
practically impossible because the 
Registrar has a COPS ot your sig 
nature from the registration date 
If the title is clear, a transaction can 
be closed by ascertaining the taxes 
from the Registrar or the county 
collector and turning over a propel 
lv drawn deed to the Registrar 
Potal time clapsed . not more 
than an hour. Cost 
minimum of 55.00 


probably al 

The registration fee of a dolla 
per thousand of value is a require 
ment written into the Torrens Law 
cstablishing a liquid reserve to 
make good any errors the Registrar 
might commit 

Therefore vour tithe is immune 
to human error. It is guaranteed by 
Cook County, and that guarantee is 
as good as the credit of Cook Coun 
ty, plus the liquid reserve that now 
totals about SS00,000 

Kach month, the Registrar signs 
over to the County Collector the 
Porrens fund that has accumulated 
This liquid reserve is then invested 
in federal, state, county, or cits 
vovernment bonds as required by 


law 
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Learn Your Prospect’s 


(Continued from page 33) 


attend. However, he must not only 
have a good understanding of the 
people to whom he is talking; he 
must know all of the kev elements 
of the situation itself, 


S. M. Kennedy has said, “People 
want to fecl that a man in a re 
sponsible position can keep a clear 
brain and a level head, no matte 
what comes; that he cannot be shak- 
en from his center no matter what 
trouble may arise or how much in 
fluence may be brought to bear on 
him. Can a man stand without 
being tripped? And, if he is thrown, 
can he land on his feet? Can he be 
depended upon under all circum 
stances to do the sensible thing? 
Is he lable to go off half-cocked? 
Does he lose his temper, or can he 
control himself?” 


John Hallock, Director of Pe 
sonnel at the University of Pitts 
burgh, once remarked, “I've no 
ticed two things about men who 
They are 
who, in 
tion or in conference, are adapt 
able. They quickly get the other 
fellow’s point of view. They ar 
more cager to do this than to ex 
Also, they 


vet big salaries. almost 


invariably men conversa 


press their own ideas. . . 


state their own point of view 
vincingly.” 


con 


From the standpoint of the type 
of deal you may make, buvers ol 
real estate group themselves into 
home buyers, tenants who buy their 
dwelling place, chains with surplus 
money to invest, cO-Opcralives, in 
vestors for income, operators and 
traders, and “builders.” 

Whichever 
prospect falls into, vou may be sure 
that apart from the technical de 
tails of the deal vou are working 
on, he has the same MOLIVEs 
and desires as anvone else, and on 
or more of those desires is the ke 
to making him want to buy th 
property you are 

“Pre-sale” information is the key 
Find out all you can about the man 
before you show him the property 
When you get an inquiry, don't 
jump into your car and rush him 
out to show him something. Don't 
start turning the picture pages ol 
your sales kit as fast as you 
in the hopes that something will 
look good to him 


class of buver your 


basic 


showing him 


Start out by 
all vou are 
out his problems, his wants and 


pumping him to 
worth so that vou find 


desires, something about his bus 
ness, his family, all the information 


you can about him as an individ 





at 


Pollman Homes offers new low 
variety 


subdivisions. For further 





Greater Value 


Lower Cost 


By economical, streamlined modular construction 
( costs in a wide 
of attractive factory-built homes. Dis 
criminating real estate builders and developers 
are finding that Pollman Homes, built by experi 
enced craftsmen, increases the prestige of their 
information 


Pollman Homes 


Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


2857 WAYNE STREET, 


TOLEDO 9, OHIO 


write to 
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think 
what learned 
and injerpret the facts in terms of 
his basic desires to analyze for youn 
own benefit just what this individ 
ual wants, and usc 


ual. Then sit a bit and 


through you have 


his own desire 
as the leverage in the sale 


Corrigan Amasses Realty 
Fortune 

It's an Horatio Alger story when 
you start talking about the 


of Leo 1 


w he ys 


careec! 
Corrigan the man 
Dallas 
Hotel Adolphus brought his na 
tional real estate holding over the 
$100 million mark. Mi 
started his career as a 
in St. Louis, went 
advertising 
ability attracted 
real estat 


recent puré hase of 


Corrigan 
“new Butch 
to Dallas as an 
salesman. Hus 
Dan Sonnenteil, 
veteran, so he hired the 
man. Since then, Mr. Cor 
has built numerous apart 
ment projects and shopping cen 


selling 


young 
rigan 


ters, bought three war housing pro 
and hundreds of 
properties including hotels and 
skyscrapers. Soon after he acquired 
the 26-story \dolphus, Mr. Corri 
gan announced there would be a 
$2,500,000 rehabilitation job, now 


a 2O-story, 


pects business 


is Constructing 150-room 


addition 


Time to Renew your Mortgage? 


Leaders in Large Loans 








National Real Estate Section 








Night & Day **Glo’ 


SIGNS 


Buy Direct Factory to You 


CARDBOARD 
METAL 
MASONITE 
All Standard Sizes 


$5.00 deposit brings actual size sketch 


Balance will be applied on your order 
WRITE DEPT. MS-1 


"WE SIGN THE NATION 


CTIVE DISPLAY ADV. 


1702 West 19th Street Chicage §, Il. 








For Business Opportunities — Motels 
COLUMBUS, OHIO 
Willard Piper, Ine 
153 E. Weber Road Ludlow 1342 


Syndicate will buy or take lone term lease on 
centrally located retail properties having 25 f{t 
frontage and up in cities of 10,000 and over 
Possession date immaterial. Brokers cooperation 
nvited. Mitchell Realty Co., 276 Fifth Avenue, 
New York City 


MOVE TO CALIFORNIA 
» WH) and take ove th Rea 
urance busine 1 be mw Sactr 

om Dam Area. Property alone 

‘ ull pric Write 

43 40th St ramento, Calif 
METAL SIGNS, 14 x 20, Lots $.44 each 

Realtors Sign Service, Box 1022, Greenville, S.¢ 

FLORIDA 13.000 


wn 


} j 
re 


$ MW cash and 1 tak 


mortea 
unpaid balance Hl. FAIR. Conw Ark 


Training ‘or 
FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courtres in Real Pstate. Includes all phases 
of the business. G.I. Approved. On-The- 
lob Trainees can take cither course 


FREE CATALOG Established 1936 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 





15 E. Pershing @d. Kensas City 8, Me. 








Attractive — Durable 
REAL ESTATE 


— SIGNS — 


Are Your Best 


“SILENT SALESMEN” 


Write for Prices, etc. 


Use Your Letterhead, Please 


HERMAN SIGN COMPANY 


5355 Walsh St. St. Lovis 9, Mo. 


(filiate Member Si. Lowis Real Estate Board 
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IVERNMENT PROCESSING IS LAGGING BEHIND, this time in 
ectting VA loans through VA field offices. The trouble comes from the 
1950 fiscal budget, which did not take into consideration the boom in 
GL home loans. In Detroit, for example, one operative builder reports 
that some applications hang around the VA office for as long as six 
months before the personnel can get around to them. Oflshoot will 
probably be to provide additional funds to hire more personnel so 
that applications can be processed in a minimum of time 


FHA’S “HIGH COST CONSTRUCTION AREAS” is causing a lot of 


speculation among builders. “The Housing Act of 1950 provides that 
FHA can designate certain cities in the “high cost” construction belt 
Builders in those cities could get a few hundred dollars more per 
bedroom, but no cities have been designated as we ego to press. Re 
ports are that FHLA is being super cautious before making such an 
announcement. 


MILDER-ARCHITECT RELATIONS ARE BEING PROMOTED, 
at least by the builders. Some builders feel that there are bright 
possibilities in having architects design homes in large subdivisions, 
but an agreeable fee schedule is lacking. To iron out some of the 
difliculties, some members of the National Association of Hom 
Builders arranged a meeting with a committee from the American 
Institute of Architects. One builder flew from Seattle to attend the 
gathering, but ATA representatives showed up only to tell NAHB 
members that they hadn’t had time to appoint a committee and that 
the meeting would have to be postponed 


A COMPROMISE RENT CONTROL BILL is almost certain to be 


passed by ¢ Onegress, as We LO LO press. \s predicted In a Previous Issuc 
of the Journal, the bill will extend controls until January, 1951. Cities 
will be permitted to end controls if such action is approved by thei 
local governing bodies or by referendum. One of the most salient 
arguments against the bill was voiced by Senator Cain (R., Wash.) in 
condemning Hlinois Senator Douglas for supporting the measure 
When Douglas prophesied conditions if rents were decontrolied in 
Chicago, Cain retorted, “Why ought the citizens and taxpayers of de 
controlled communities be required to provide the costs for continuing 
federal rent controls in an isolated Midwest areca?” 


VACANCY RATE IS INCREASING IN 6088 due principally to the 


small downpayments and low monthly carrying charges needed for 
new homes. Most 608’s can operate with a 16°, vacancy rate, but il 
it gets much higher they'll run into trouble. Meanwhile, “apartment 
for rent” ads are on the increase. In Washington, D.C., the Sunday 
Star on April 30 carried 75 inches of “unfurnished apartment for rent’ 
ads. In Mav, 1949, the total was only 16% inches. A vear ago, the 
Sanic newspaper carried 27 inches ol apartment wanted ads 

vear the demand was down to 12! inches 


“BETTER PURCHASE YOUR HOME NOW if you want delivery this 


veal Phat’s the advice of the Chicago Metropolitan Home Builders 
\ssociation which reports that builders in that area are being swamp 
ed with orders for all types of homes in all price brackets, with the 
Around the country, 
many operative builders report their homes are sold before the founda 
tion is laid. When figures for Mav siarts are completed, many believe 
the total will top April, which had 126,000 starts, the biggest in history 


result that “delivery dates” reach into next veat 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ ALBANY, N.Y 
Picotte Realty, inc 
120 Washington Ave 


@BUFFALO, N.Y. 
William A. Larkin 
Company 
il Niagara Street 


@ DENVER, COLO. 
Garrett-Bromfield & 


lompany 
Security Building 


e@ DENVER, COLO 
V. J. Dunton Realty 
.¢ 


a 
400-10 Midland Sav- 
ings Bldg 


@KNOXVILLE, 
TENN 
Richards Real Estate 
Co. 
722 Market St 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd Street 
Main Street Proper- 
ties Anywhere in the 


@ORLANDO, FLA. 
Harlow G. Fredrick, 
Anywhere in Florida 


e@ TOLEDO, OHIO 
Schuster & Co 
George E. Schuster 
Gardner Building 


e@ WICHITA, KAN. 
Russ Prater Com- 


pany 
137 North Main 


FOR EXPERT 


APPRAISAL SERVICE 


eCOLUMBUS, OHIO 
William P. Zinn & 


Co 
37 North Third St 


@CONCORD., N.H 
William E. Sleeper 
Realtor-Appraiser 


e@ EAST ORANGE 
NJ 


Godtrey K. Preiser 
M.A.I S.R.A 
1 N. Harrison St 


@LOS ANGELES 
CALIF 
Marshall W 


ioe 
1636-1640 Wilshire 


Blvd 


@ MINNEAPOLIS 
MINNESOTA 
Norman L. New 

M.A.I 


519 Marquette Ave 


@ MINNEAPOLIS 
MINNESOTA 


}. F. Sutherland, 
M.A.I 


East 24th Street 


@ NASHVILLE 
TENNESSEE 
Biscoe Griffith Co 

Since 1914 
214 Union Street 


@NEWARK, N.J. 
Harry J. Stevens, 


M.A 
478 Central Avenue 


@ NEWARK, N.J 
Van Ness Corpora- 
tion, 
H. W. Van Ness, 


President 
24 Commerce St 


@NEW YORK, N.Y 
Henry Waltemade, 


ne 
$69 East 149 Street 


@eNEW YORK, N.Y 
Scientific Appraisal 
Corporation 
? East 42nd St 
$200,000 values and 
up only 


@eVHILADELPIIIA 
PA 


Richard J. Seltzer, 
M.A.I 


12 South 12 Street 


est. LOUIS, MO 
Ouo J. Dickmann 
M.A.I 
1861 Railway Ex 
change Bidg 


e@ TOLEDO, OHIO 
Howard W. Etchen 
M.A.I 


FOR IDEAL 


STORE LOCATIONS 


@ALBANY, N.Y 


Picotte Realty, Inc 
120 Washington Ave 


@AUGUSTA, GA 


Sherman-Hemstreet 
Realty Co 
801 Broad Street 


@BALTIMORE, MD 
B. Howard Richards, 


ne 
Morris Bidg 


eCINCINNATI, 
OHIO 


Robert A. Cline, 


mc 
1027 Enquirer Bidg 


@DES MOINES, IA 
Donahoe Investment 


0 
Retail, Wholesale, 
Industrial 


@KANSAS CITY 
MO 


Moseley & Company 

Retail, Wholesale 
Industrial 

Suite 1111, Insur- 
ance Each. Bide 


@NEW ORLEANS, 
LA 


Leo Fellman & Co 
829 Union Street 


@OKLAHOMA CITY, 


OKLAHOMA 


H. F. Bradburn, 
Fidelity Bldg 


@OKLAHOMACITY 
OKLAHOMA 


Tom Pointer Co 
304 Local Bidg 


eST. LOUIS, MO 
Isaac T. Cook Co 
1818 Arcade Bidg 


@ SARASOTA, FLA 


Don B. Newburn 
144 So. Pineapple 
Ave 


@ WASHINGTON 
€ 


Shannon & Luchs 


o 
1505 H Street, N.W 


FOR PROPERTY 


MANAGEMENT 


@ ANDERSON, IND 
A. L. McKee 


Anderson Banking 
o 


eCOLUMBUS, OHIO 
William P. Zinn & 


Co 
7 North Third St 


@eDENVER, COLO 
Garrett-Bromfield & 
( ompany 
Security Building 


@eDENVER, COLO 
V. J. Dunton Realty 


Co 
410-10 Midland Say 
ines Bide 


e LOLEDO, O10 
Schuster & Co 
George E. Schuster 
Ccardner Building 


@ FOPEKA, KAN 


Creenwood Agency 
108 East Seventh Si 


FOR CHAIN STORE 


LOCATIONS 


@ALLENTOWN, PA 


The Jarrett 
Organization 

842 Hamilton St 
Specializing Fast 
ern Penna.’ 


@COLU MBUS, OHIO 
William P. Zinn & 


Co 
37 North Third St 


@SCHENECTADY, 
N.Y 


R. C. Blase 
434 State St 


e@SYRACUSE, N.Y 
Jackson M. Potter, 


nc 
237 East Genesee St 


@ TOLEDO, OHIO 
The Al E. Reuben 


( 
618 20 Madison Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, N.Y 


Picotte Realty, Inc 
120 Washington Ave 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton Si 
Specializing Fast 
ern Penna.”’ 


eCOLUMBUS, OHIO 
William P. Zinn & 
Company 
37 North Third St 


@CONNECTICUT 
AND VICINITY 
Nathan Herrup, In 
61 Allyn St 
Hartford 


@ DODGE CITY 
KANSAS 


L. B. Hancock, Inc 
P.C).Box 947 


eINGLEWOOD 
CALIF 


Emerson W. Dawsor 
P.O. Box 555 


@ KANSAS CITY 
MISSOURI 
Moseley & Company 
Retail, Wholesale 
Industrial 
Suite 1111, Insur 
ance Each. Bidg 


@ MOBILE, ALA 
Thos. M. Moore 
Industrial Site Spe- 

cialist 


@OKLAHOMA CITY, 
OKLAHOMA 
Tom Pointer Co 
104 Local Bidg 


est. LOUIS, MO 
Otto J. Dickmann 
M.A.l 
1061 Railway Ea 
change Bldg 


est. LOUIS, MO 
Henry R. Weisels 
Company 

S.LR Fst, 1 

18 North Fiehth 


@SAN JOSE. CALI 
Thos. L. Mitchell & 
( ompany 
97 E. Santa Clara 
St 


@SCHENECTADY 
N.Y 
R. Blase 
434 State St 





Rates for 


Advertising 





lenn.—Ky Ala Etchen-Lutz Co 


In the “Consult These Specialists’ 
est. LOUIS, MO 
Henry R. Weisels 
Company 
SER Fst. 1894 
North Fiehth 


Department 


FOR FARMS Per 
AND RANCHES 
$3.5 


FOR LAND PLANNING eDENVER. COLO. — o1L.08 ANGELES 
dunton Realty 
e@WILMETTE, ILI Company California-Nevad 
Myron H. West 400-10 Midland § Company 
916 Greenleaf Ave nes Bidg 412 W. 6th Stree 























“og 1950 CHAMPION Homes Kyo 


DESIGNS AVAILABLE 


CHAMPION Homes are designed to take ad 


vantage of the Economy Home Program 


ae on Low-Cost 
s c _ es —anee 
rate yr 


Their rugged construction withstands all cli 
matic conditions! Their skillful design and 
expert planning answers the demand of the 
average American family earning $50 a 
week or more! Quality and demand are the 
assets adding up to. .. why production has 
vastly increased ... why leading Home 
financing institutions find CHAMPION 
Homes SOUND INVESTMENTS! 


The recent letter on the left from one of the 
nation’s outstanding Savings and Loan 
Associations is a positive-proof that CHAM- 
PION Homes give satisfaction to Home- 
buyers, Dealers and Mortgage Bankers! 
Write Dept. B-1 for information. 


WHEREVER THERE'S BETTER LIVING MMNIUICN A 


UNITED STATES STEEL @) CORPORATION SUBSIDIARY 


NEW ALBANY. INDIANA 





